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WARREN PETROLEUM CORPORATION 


TULSA, OKLAHOMA 





double-bottoms 
rofitable double lives 


for longer life. Seamless extra 
head is hermetically sealed to cylinder bottom with 
X-ray controlled welding. Integral base ring boosts 
double-bottom strength. Cylinder is easier to roll 
on all kinds of surfaces. 








Unlike new cylin 


No cracks or crevices— 
ak rs W ith miw ardly curled foot rings Hac k ne y Double 


rust and corrosion don’t have a chance. Fewer field 
Bottoms eliminate dirt- and moisture-collecting crey inspections necessary. And smoother surfaces make 


ices. Note the casy handling of these cylinders cleaning and painting faster, easier, more complet 


Manufacturer of Hockney Products 
1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in principal cities 








Do Your Customers Say? 


Why ite just like living the city 


... Mrs. Smith did. I had finished installing a new 
tank and meter set at her place out on Salt Road. 
Me? I’m the handy man around our plant. Mostly 
I drive a truck. But lately I’ve kept a crew busy 
putting in those new meters the boss bought. 

I found Mrs. Smith in the kitchen. “Okay, you 
can start cooking,’ I said. ‘And you can have ice 
cubes and crisp salads for dinner, too. Yes, the floor 
furnace is ready to go and so is your gas dryer.” 


an em 


OCKWELL LP-GAS VAPOR METERS 


TERED | 
SERVICE 


The Modern Way 
To Sell 
The Most 








“My,” she exclaimed “just think of having all 
conveniences way out here in the 


these city 
country.” “Yes,” I replied “‘and now you've got 
metered service, too, just like in the city. No more 
of those big bills whenever we deliver a load of 
gas. With the meter system the cost of your fuel 
is spread evenly month to month. And you can 
check our bills against the meter, too. There's no 
danger of running short either. We’ve put a good 
size tank out there and the meter will tell us when 
it needs to be refilled.”’ 

Now what I didn’t tell Mrs. Smith was that 
metered service actually saves us money. We save 
by being able to plan deliveries on a regular sched 
ule. And with meters guarding each service we 
can use our customers’ tanks for extra storage 

It’s sure nice to satisfy customers, but, as the 
boss says, it’s better still to do it at a profit. 


MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas 
Houston Midland, Tex. New Orleans 
N. Kansas City Philadelphia Pittsburgh 


Shreveport Tulsa In Canada; Rockwell 


Modern Fuel 


To Rural America 


Denver Los Angeles 
New York 
San Francisco Seattle 


Manufacturing Company of Canada, Ltd., Toronto, Ontario 


DECEMBER, 1957 





FLINT 


STEEL CORPORATION 


* 


A 
SINGLE 
SOURCE: 


Anco’s largest stocking warehouse of LPG Equip- 


ment matches product inventory to customer needs. 


FLINT STORAGE TANKS ee FLINT 
DOMESTIC SYSTEMS e ANCO ICC 
CYLINDERS e PREFABRICATED BULK 
PLANT AREAS: and Hose, Couplings, 
Compressors, Pumps, Unloading Risers, 
Loading Risers, Rotary and Magnetron 
Gauges, and all types of Valves. 


Now is the time to take advantage of ANCO 
Engineering Facilities to modernize your present 


plant or to plan a new layout. 


For convenience and economy Flint LPG Tanks 


are carried in stock at all Anco addresses. 


| TWO GREAT NAMES IN LPG EQUIPMENT 


MANUFACTURING & 
SUPPLY CO. 
ANCO is the Largest Stocking 
Distributor in the U.S. of 


CORKEN Equipment 
All Models Available 


ANCO Manufacturing & Supply Co. 


Tulsa, Oklahoma e¢ 2Ist at Union e« LUther 4-6187 
Memphis, Tenn. — 241 Industrial Ave. — WHitehall 6-1694 
East St. Louis, Ill. — 6503 St. Clair Ave. (Hy. 50) — EXpress 7 0200 
Des Moines, la. — 327 Insurance Exchange Bldg. — CHerry 4-5347 
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now... upto 38 gpm at 10 psi drop... 
virtually indestructible ...400 psi w.0.g....no increase in price! 


ALL-NEW :222°) SHUT-OFF VALVES 
UP CAPACITY A WHOPPING 95% 


itile globe valve easy-tap boss for attachment of a hydrostatic relief or vent 
incorporated an im valve; 5, Smoothest operation you ever experienced; 6, And 
eat port and a new you pay no extra for this better-than-ever valve de ign! 
99% more capacity 
tem seal; 3. Stem Your RegO distributor ean upply these new valves now 


ind and grit; 4. A new write The Bastian-Blessing Con pany. 
HERE’S THE INSIDE STORY: 
FOR A LEAK-FREE STEM SEAL FOR CONVENTENCE 


ubber flange ring stem seal eflect ly p ver ri P you ean drill and tap the bo o he downstrearn ite { 


The higher the pressure the tighter t the valve for a hydrostatic relief or 4 valve. In addition 
neta o-meta nae eat le ( plac he ive ine 
FOR LONGER STEM LIFE — metal back t t flay rin 
used high quality manganese ! an 
Acme tl s vd Threads are unde ‘ ’ FOR YEARS OF DEPENDABLE PERFORMANCE 
t ind and yvrit cannot reach the ... a Shell molded ductile iron body casting gives you out 
nding ren h that wo ( ch, Oo racture ro wrencl 
FOR EXTRA STEM DURABILITY er ae ot ments, elec 
: dropping of lammer no ddition ou have the 


» bearin the stem bonnet and seal 


FOR GREATER SEAT LIFT 


1} ‘ 1 


FOR VERSATILEPY 
Reg) Glolv 
trans! 
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DO YOU KNOW 
it will pay you for money-saving reliability, it always pays to buy RegO 


“ BASTIAN- BLESSING 


, UL F 4201 West Peterson Avenue * Chicago 3, Iilinois 


co, wt 
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THE NEW (hee 


2500 WG-WEIGHS LESS 
START HAULING BIGGER PAYLOADS 


It's the difference between Profit and Loss! 


Nor-Tex presents the newest development in sleek, LIGHT- 
WEIGHT, streamlined, twin or single barrel LPG Delivery 
Units and again Nor-Tex is FIRST WITH ALUMINUM 
SKIRTING and CABINETS. The Deluxe, Payload Special, 
Custom and Standard models feature lightweight metals and 





the latest in engineering designs which have drastically reduced 


over-all gross weight. 


Nor-Tex 2500 WG Single Barrel units weigh less than 24,000 
Ibs. loaded. Lightweight metals substantially reduce operation 


costs from the standpoints of delivery and original investment. 


You haul extra gallons each trip! You deliver extra gallons 
faster with Nor-Tex high flow plumbing designed especially 
for the particular job it performs. You take fewer hours and 
travel less miles to deliver a gallon of gas. For day in, day 
out efficiency, durability, payload, fast loading, high rated 
delivery, perfect balance and appearance Nor-Tex delivery 


equipment can’t be beat! 


Side or rear cabinets on these new lightweight units are 
optional and are arranged to fit your individual requirements. 
Write, wire or phone for details today. 


pSRannees YOUR LOAD — 
WRITE, WIRE THE NOR-TEX WAY 


OR PHONE 


Dag | Finance the Balance 


A PLAN TO MEET EVERY NEED 


ATTENTION NEW TRUCK BUYERS! 
As authorized truck distributors Nor-Tex regularly saves truck 
PRODUCTS buyers hundreds of dollars on brand new Internationals... 
COMPANY Chevrolets ... Fords and GMC's. Order any particular unit you 
need. Nor-Tex will work out a deal for you that can't be beat. 





National Sales Agents for 
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SINGLE BARREL 


THAN 24,000 Ibs. LOADED 


— © nae (ce 


i : 








RIG FUEL, inc. 


BUTANE @ ppopanr 
= Pad 44002 PAMPA, TEXAS. 


It is now possible to haul MORE GAS and LESS STEEL than ever before! 


Building modern ‘‘Route-Rated’’ maximum payload units at a minimum cost is another 


FIRST for North Texas Tank in the building of quality LPG delivery truck tank equipment 


© | LA 
NOR-TEX FI RST PARADE Twin LPG Truck Tanks « LPG ‘‘Pony”’ Filling Stations 


Bracketed LPG Motor Fuel Tanks « LPG Motor Fuel Step Tanks « LPG Scout (Two Wheel Trailer) 
LPG ‘‘Rocket’’ Filling Stations e ‘‘Route-Rated’’ LPG Delivery Units with Aluminum 
Cabinets and Skirting ¢« LPG On-the-Job Employee Training 


Nor-Tex service includes complete training in gas delivery, carburetion service and conversions, 
complete bulk plant operation including transporting from refinery to bulk storage. Also 
appliance service and bulk plant system installation. 


P.O. BOX 1219 
TOLL. ees 
* DUpont 2-5416 


DECEMBER, 1957 





Built to stay on the job longer! 


INTERNATIONAL heavy-duty V-8 engines stay on the 
job long after high stress modified engines have 
failed to satisfy. 

The big difference: INTERNATIONAL V-8’s are buill 
specifically for rugged, continuous truck operations 
and they’ve proved it since introduction a year ago. 
Every part, from the heads to the pan, has built-in 
reserve life. For example: there are exclusive long 
life “wet” replaceable exhaust valve guides, fully 
machined and high efficiency combustion chambers, 
Y-shaped, deep skirted, rigidly constructed special 
alloy cylinder block, and many other endurance fea 
tures that also keep running costs low. 

When you buy trucks to make a profit, your logical 
choice is an INTERNATIONAL, the heavy-duty favorite 
for the past 25 straight years because they are built 
to stay on the job longer 


They GO on the job! ‘They stay 
on the job! V-8 powered INTERNA- ' 
TIONALS are available with 206, » 
226, 257 hp. engines—most power 
ful, most economical you can get International Harvester Company, Chicago 
Models from 24,000 lbs. GVW to 
76,800 Ibs. GCW. 


Motor Trucks * Crawler Tractors 
Construction Equipmeat * McCormick? 
Farm Equipment and Farmall® Tractors 


International Trucks cost least to own! 
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How to compute fuel consump- 
tion by degree day methods 


California 


What formula would be prope 
to estimate propane consumption 
based on a degree day method? 
The degree days here are 273 
with a temperature of 70 
and an outside temperature of 20°, 
the differential is 50 

I can obtain the heat loss infor- 
mation of various type homes in 
the area; however, I 
like to know if there is a monthly 
basis from which I can estimate 
if I know the temperature 

The figures given are for the 
heating period only. What correc- 
tion factor would be best to use in 
the formula? 


5 and 
inside 


would also 


A degree day is defined by the 
“(Cruide,” published by The 
can Society of Heating & Ventilat 
ing Engineers, 51 Madison Ave 
New York, as follows: “A wnit, 
based upon temperature difference 


Ame ri- 


and time, used in estimating fuel 
consumption and specifying nomi- 
nal heating load of a ‘building in 
winter. For any one day, when the 
mean temperature is less than 65F, 
the re 


as there are 


exists as many degree-day 
Fahrenheit degree 
difference in temperature between 
the mean te mperature for the day 
and 65F.” 

This means that, ona day when 
the mean temperature is 55F, 
there are 10 degree days for that 
day. For any longer period sucl 
as a month or year the number of 
degree days for the period is the 
total of the 
for the 
est weather bureau station can tell 


de gree days per day 


period involved. Your near- 


you the degree days at their sta- 
tion for any period which you may 
desire. It can usually be obtained 
day by day or month by month a 
the season progresses. 

The general equation for calcu- 
lating the probable fuel consump 
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tion by the deqree day method ts 
F U \ dD, where 
fuel consumption for the 
estimate period. 
unit fuel consumption, o 
quantity of fuel used pe 
degree day per building 
load unit. 
of building load 
(calculated hourly 
heat loss). 


nian ber 


units 


D number of degree days foi 
the estimate period 
T he quantity of fuel (U) used 
per degree day ina given heating 
plant can be reduced to a unit basi 
at the 
of the quantity of fuel per degree 
day, per thousand Btu hourly heat 
loss. “U" may be 


design conditions in tern 


converted into 
gallons of L. P. gas or cubic feet 
of gas, 

The “Guide’ 
unit fuel 
based on 0 F outside tem 

7OF inside 
and 8 hour reduction of room tem- 
perature to 60F. 428 Btu per de- 
gree day per 1000 Btu hourly heat 


loss for warm air gravity type sy 


gives the following 
consumption constant 
for gas, 


perature, temperature, 


tems and 409 Btu per degree day 
per 1000 Btu hourly heat loss for 
fan systems. 
Note that the 
on an outside design temperature 
of O°F. If the heat lo 


tions are based on some 


values are ha ed 


caleula 
wedi 
design te mperature other than 0 F, 
a correction factor must he applied 
Following are correction § facto 


taken from the “Guide” 


20) fF 778 

10 F 875 
0F 1.000 
10 F 1.167 
1) *#F 1.400 

They also state the 


are satisfactory for 


above factor 

re gion hai - 
ing 3500 to 6500 degree days per 
eason. For areas having le than 
1500 degree days wnit ga con. 
umption is higher, and over 6500 
degree unit gas consumption 7 


lower. Ten per ce nt addition or de- 


Ss ol 


duction is recommended in these 
Cases, 

Therefore, if the heat loss fora 
building is based on a minimum 
temperature of 20F, the unit 
should be 


your 


values of 428 and 409 
by 1.400. 
eason contains only 2735 degree 
days, the should be 
further increased by 10 per cent. 


multiplied Since 


unit quantities 


The 10 per cent may be a little low 
for your area because the comfort 
higher than 7OF in arid 
climates wind 18 
usually included in the design heat 
loaa 

Kram ple Assume a house has 


zone is 


A/iowance for 


an 80,000 Btu design heat losa 
based on JOF inside 
and minimum 20F outside lem pe v= 
ature It ws 


fem warm atv 


temperature 


heated by a fan sys 
furnace. The num- 
her of degree days for the season 
i D7 a, 
From the 
tion in Btu per 
1000 Btu design heat loss is 409 
Btu for the design heat loss con- 
ditions considered thus (0°F out- 
ide) correcting for the low degree 
day season: 409 + (10% of 409) 
L41 Correcting for the Ok de 
ign heat loss condition L441 
1.400 G18 Btu per 1000 Btu de 
Since “U” is ez- 


ahove fuel consump- 


degree day per 


ign heat lo: 
pressed in 1000 Btu, “N” 
Then F SO G18 *% 2735 
135 million Btu. 135 million 


91 600 


equal 
to 80 


1470 gal. of propane re 
quired for the season 

In the 
Btu could have been converted to 
91,600 


foregoing example the 618 


gallons of propane (618 
00675) and inserted for “U"’ in 

the formula 

u hich 


vary 


There are several factors 


may cause actual 


from the 


usage to 
cae ulated figure 4 Some 
are 
1) Care in calculating heat loss 
2) Deviations in building con- 
truction 


7) Occupant li ing habit 


a) Unusually warm or cool 
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Your One Supplier with everything in L. P. gas 
and Anhydrous Ammonia Equipment 


“The Loadmaster’ LPG Truck Tank 


PASLEY-DESIGNED Truck 


Tanks (see above and right) 


were first to feature all 


controls from one location. 


All operation is from one 


point—-reor compartment. 





“Tr 2 en BULK PLANTS Pasley LPG and 

















Ammonia type installations —a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 


Also a complete line of accessory 
equipment. 











COLOR — The Modern Trend! 


"Pastels By Pasley” — *tin9 your LPC Equipment, up_ to 


Blush Peach 
Sunshine Yellow 
Mustard Lime 
Eureka Orchid 
Lake Blue 


date. Available in the following 
colors . . . (write for information) 


Smoky Grey 
Seafoam Blue 
Wedgewood Green 
Rose Beige 
Desert Rose 








| L. Co. 


* continued 


Letters 

b) Some rooms not heated. 

¢) Occupancy during day. 

d) Automatic or manual te mper- 
ature control. 

Total sunshine may bea fac- 
tor m your area 

It has been found that individual 
yearly de gree-day calculations may 
vary as much as 20 per cent above 
or below the long term average. 

The American Gas Association, 
420 Lexington Ave., New York, has 
ome publication which go into 
calculating fuel consumption on a 
degree-day basis and also a bibli- 
ography on other publications deal- 
ing with this subject Kd. 


Reasons why gas should stay 
Minneapolis, Minn. 

Walter J. Klein has stated the 
case quite effectively in his in- 
dictment of the word “Gas” which 
you published in your Letters col 
umn of the October issue. 

Probably many other readers 
will react the way I did, after the 
first reading of the letter. You say 
to yourself “The guy’s right, let’s 
get with it!” But the solution he 
suggests will not stand the test of 
analysis. In the first place, it must 
be remembered that the L. P. gas 
Industry is actually getting a free 
ride from the promotion and ad- 
vertising that has been done over 
several decades by the metropolitan 
gas utilities. To check on this, I 
called on an official of the Minne- 
apolis Gas Co. and read the letter 
to him. He did not see how by any 
stretch of the imagination they 
could dispense with the word “gas.” 
They certainly could not use the 
phrase “natural fuel.” 

And secondly, what would hap 
pen to all of the talk about gas 
unity if the L. P. gas Industry were 
to launch its own drive to eliminate 
the word “gas” and substitute for 
it the suggested “L. P. fuel’? 

The electric companies have to 
live with all of the publicity they 
get on electrocutions. The automo- 
bile manufactures have their prob- 
blems with highway accidents and 
deaths. And so on down the line. 
The L. P. gas Industry cannot 
any more alleviate the problem by 
changing the name of its product 
than can any other industry. 

| believe the answer lies in 
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spreading the fact in our favor 
I don’t have 
than 1955 sut, 


statistics any late 


according to ne 


National Fire Protection Associ 
ition, gas is rated in 19th place 
as a cause of explo ions and fire 
On the other hand, fires caused 
electricity are in third = pla 

I agree with Mr. Klein abs 


confusion that arises from the mul 


tiple meanings of the word “ga 

I believe the solution here lic in 
i clearer presentation of the spe 
ific use of the gas we are talking 
about with perhaps even the addi 
tion of some word to the word 


“gas.” | am thinking of such con 


binations as ‘“‘domestic-gas,” “in 
dustrial-gas”’ et 

Intensified safety promotion pt 
vram closer and better press r¢ 
lations, consumer education—these 


ire some of the things that will 


help to reduce the amount of 
favorable publicity and help check 
the negative thinking trend 

thing. The fact that 


other oil 


One more 
Phillips and 
and distributing companie 


producing 

are Con- 
verting fron the word “gas” to the 
actually work 
favor. Isn’t it likely that 
they are from the 


word “fuel” would 
in our 
drawing away 
word “gas” for the very rea 
son that our industry and the natu 
ral gas industry is doing such a 
good job of promoting ga 


United Petroleum Gas Co 


Edwin C, Hirschoff 





Town plant installation facts 
Florida 

We plan the piping of our small 
community (approximately one 
mile square) for undiluted butane 
or propane, 

We would appreciate any infor 
have other than 
that contained in “ 
Handbook.” 


mation you may 


More specifically we are inter 
ested in: 

l--Send out pressure 

2—-Kind of piping best suited, 


teel, copper, or plastic 

3—Best fuel 

1— Model franchise 

5—Names of individuals or com 
munities using undiluted L.P. ga 


J.H 


There are many communities 
countru u hic h are 


served by L.P. qa 


th roughout thi 


heing through 
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Butane Propane 


POSITIVE O-RING SEAL ASSURED 


with finger tightening... up to 500 psi! 


on all WEATHERHEAD 





Get leak-proof position- 
/ ing of line valve without 
4 % N breaking seal! 


} , There's 180 leeway, in 
' th either direction, for POL 


positioning after seal 


is made! 


O-RINGS 


Greatest News in Years for the Tank Fabricator! 


Simple hand-tightening (light final wrenching) gives per 


fect seal for pressures to 500 psi no thread leakage 


Safety is increased thru lower contour, making lower 


hoods possible 


Simplified installation no special tools and no pipe 

dope needed. O-ring adjusts to non uniform surfaces 

Faster filling faster testing and fitting 

Simplifies field servicing 

=a & «> mm ¢ 
Send for :— be <" apa ws) 
Catalog ( yp ay" p ' q es 
’ és , 

1502-8 ° | UN j rs 

ae 22018 ||) 22019 it FILL VALVE . 


a 24005 


= f LINE VALVE 
VAPOR “we 21020 
vena 


LIQUID LEVEL 
GAUGE 
1206 


i 


vw 


PRESSURE RELIEF VALVES 


(UU 





LP Gas Equipment Division of 


THE WEATHERHEAD COMPASS * CLEVELAND 8, OHIO 


Ir The Weatherhead Co. of Canada, ttd 
West Coast: 17346 Standard Ave Glendale, Calif 
Cable Address WEATHCO 


t+ Thomas, Ont 


Export Division 


AMERICA’S LINE OF P-GAS EQUIPMENT 


































Buy it 
at your 
Supply 
House 













Hand 
iient 





aalb 
Tubing Cutter 


with reamer that opens and closes like a jack-knife 


and thin-wall conduit fast, almost no burr . . 


Work-Sav 


e 


r Pipe T. 





i 


fvery maniw 
Pipe Tool 

TESTED 
individually 
belore 

shipment 


when not in use 


compact, easy-cutting, tough little tubing cutter gives you much 













Reamer folds in 
snugly out of way 


3 sizes for “4” to 24” 
tubing with reamer— 
2 other sizes to 4” 


With new fold-in reamer to protect your hands and pocket, this 


the most for your money. It cuts copper, brass, aluminum tubing 


. and reamer’s handy 


when needed. Heavy-duty wheels for thin-wall and stainless steel. 


SS] 


5) 








Letters ° continued 
distribution mains. If there is lit- 
tle or no probability that natural 
gas will be available at a future 
date, undiluted vapors are generally 
supplied. It eliminates the diluting 
equipment, requires smaller dis- 
tribution lines and provides fully 
satisfactory service. 

In answer to your questions: 

1. Send-out pressures up to 20 
lb or more are usually favored, with 
pressure reducing regulators at 
each meter. The higher sendout 
pressures permit the use of smaller 
size distribution lines, and individ- 
ual regulators at each meter pro- 
vides more uniform pressure to the 
customer’s appliances. The distri- 
bution pressure must be balanced 
between the minimum L.P. gas 
pressure available, length of lines, 
future expansion, losses from leak- 
age (ata future date), ete. 

2. Steel or copper lines may be 
used. Both kinds have been used, 
with copper receiving preference in 
many cases because of the ease of 
installation and repair. Soil condi- 
tions, labor costs, etc., should be 
studied before a decision is made. 
Because of corrosion problems in 
some soils, plastic pipe is being 
used increasingly, especially by nat- 
ural gas utilities. Also some LPG- 
air gas services have been installed, 
but cost of material has been higher 
and there is a certain danger from 
excavating equipment if wunpro- 
tected. It has been used success- 
fully where it can be installed in- 
side an existing metal pipeline. 

3. The best fuel to use may de- 
pend on your supplier. Florida cli- 
mate should not present a problem 
for the use of straight normal bu- 
tane as it may in some sections of 
our climate. Once the fuel selection 
is made it must be consistent in 
quality whether it be a mixture or 
commercial butane or propane, 

4. We do not have a copy of a 
However, 
regulatory body which 
undoubtedly has 


model franchise. your 
oun state 
controls utilities 
other 


franchises to com- 


panies and will insist on similar 


issue d 


regulations for your town. 

5. Virginia Beach, Va., installed 
a city L.P. gas distribution system 
a few years ago and used copper 
pipe with silver solder brazed. An 
article describing their plant and 
the installation of the town dis- 
tribution system is reprinted in our 
booklet No. 12 of the series “Oper- 
ating an L.P. Gas Business” 
“Town Plants.” This booklet con- 
tains ten other reprints.—Ead. 
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RED SEAL 


Big feature of all three Neptune LP-Gas ‘‘compact” 
meters is the teamwork of differential pressure 
valve and vapor eliminator to permit faster deliv- 
eries without straining your pumps 

Here's how it works: The differential valve main- 
tains pressure so LP-gas cannot flash into vapor 
inside the meter ...even when filling into low- 
pressure empty tanks. This pressure also helps the 
vapor eliminator vent any vapor that may be in the 
line ahead of the meter. Because of its ample set- 
tling capacity and large area vent valve, the 
Neptune eliminator operates efficiently with ex- 
tremely low differential pressure. Under normal 
delivery conditions the pressure in the system is 


Ask tor your copy of 
Bulletin 779 today. 


— 





sufficient to prevent vaporization, and the Neptune 
valve opens wide. It's a truly effective system that's 
always easy on your pumps! 


The Neptune differential valve never needs ad 
justing from hot weather to cold. In fact, it has no 
adjusting screw, so it’s fool-proof! 


These are important reasons why Red Seal meters 
are preferred by LP-Gas dealers from coast to 
coast. Safe high pressure casings. Listed by Under 
writers’ Laboratory for LP-Gas service. Sizes]'4’, 
12", and 2” for tank trucks, transports and bulk 
plants. Choice of ticket-printing or direct reading 
registers 


nquacl an 


NEPTUNE METER COMPANY, 19 West 50th St., New York 20, N. Y. 
Canadian Factory: NEPTUNE METERS LTD., Toronto 14, Ont. 
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ROCKWELL 


ER-Series Oscillating Piston 


LIQUID LPG 
METERING SYSTEM 


We've made it easy and economical for you to get all 
the benefits of an LPG truck metering system. Now you 
can have a simple Rockwell ER-Series oscillating piston 
meter hooked up to a patented pressure loaded dispens- 
ing system that positively eliminates vapor and assures 
measurement of only liquids. ‘This meter has fewer 
parts than others. Its accuracy and durability have 
been proved over many years. 


EASY SCREW-TURN ADJUSTMENT 


‘The Rockwell ER-Series meter has an external micro- 
adjustment that permits a wide range of calibration to 
extremely fine limits. You do this with the turn of a 
screw driver. There’s no need to dismantle the meter or 
to use change gears when adjusting for accuracy. Get full 
facts now. See your nearby Rockwell jobber, district 
office or write for literature 


ROCKWELL 


MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas 
Denver Houston Los Angeles Midland, Tex. New Orleans New 
York N. Kansas City Philadelphia Pittsburgh San Francisco 
Seattle Shreveport Tulsa In Canada: Rockwell Manufacturing 
Company of Canada, Ltd., Toronto, Ontario 
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JORNSOW COUNTY 
L-P GAS ANC. 


. 


ye ep SM % 


re 


EVERYTHING YOU NEED 

FOR ACCURATE TRUCK 
MEASUREMENT IN ONE 
EASY-TO-INSTALL PACKAGE 
You can buy the Rockwell ER-Series meter- 
ing unit in either 1” or 1%” size with a 
capacity of up to 70 gpm. We furnish 
meter, differential valve and strainer. An 


easy-to-follow installation diagram is fur- 
nished with each order. 


4— Vapor Return Line 
Pressure Control Line 


Differential —> t 
Valve age 


Meter Outlet 


aa | 


Oscillating Piston Meter 
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By NEIL REGEIMBAL 


Correspondent 


REA looks upon nuclear power as another fuel 


The Rural Electrification Administration may some 
day be financing atomic power reactors with low-cost 
government loans. This was made clear during a 
recent REA nuclear power conference held in Wash- 
ington, D. C. 

At present REA Administrator David A. Hamil 
told the conference, REA loans must be limited to 
facilities with “proven practicability.” ‘We hope that 
we will see the day when electricity produced from 
nuclear fuels will result in lower cost power for rural 
people,” he said, adding that “we in REA look upon 
nuclear power as another fuel.” 

REA has made two loans already for the conven- 
tional portions of projected reactors. In addition, 
money for conventional boilers and other equipment 
are being held in reserve until the nuclear portions of 
the plants (financed by the Atomic Energy Commis- 
sion) have been tested. If the nuclear reactor plants 
prove out, the reserve funds will not be needed. They 
are to “protect” the borrower in case conventional 
boiler equipment will be needed, Mr. Hamil said. 

At present, he said, the AEC and the REA are 
working together to develop nuclear “ 
or test power reactors for small rural utility systems. 

Three REA borrowers, he disclosed, will engage in 
the reactor test program of the AEC—at Anchorage, 
Alaska; Big Rapids, Mich., and Elk River, Minn. 
REA groups have been included in contract negotia- 
tions for nuclear power plants, he said, admitting 
that “we need to make certain that our borrowers 
do not unknowingly commit themselves to obtain, or 
use, REA funds for purposes not authorized in the 
Rural Electrification Act.” 

“When the economic feasibility of atomic fuels for 
the production of electric power is proven, REA will 
aid its borrowers in gaining early access to its eco- 
nomic advantages,” he promised. 


demonstration” 


Government issues eight gas distribution loans 

The government has issued eight loans totaling 
3.3 million to help cities establish their own gas dis- 
tribution systems. 

The Housing & Home Finance Administration, 
which handles the program, also has turned down 
“several” applications for similar loans from cities, 
counties, or special taxing districts. 

Loans are made under a special section of the 1955 
Housing Act, which set up a $100 million revolving 
fund from which the government would issue loans 
to cities for gas distribution, sewer, or water systems 

Generally, the loans are for 30-year periods bearing 
4%. per cent interest. 

When the provision was “snuck” into the 1955 act, 
L. P. gas spokesmen protested that it would mean a 
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further loss of private business in rural areas, and 
increasing subsidized public ownership of utilities. 

To be eligible for a loan under the revolving fund, 
a community must be of less than 10,000 population 
and unable to finance on its own a new or enlarged 
municipal gas system. 


REA is becoming enmeshed in new battles 

Rural electric cooperatives, already fighting to 
retain their subsidized 2 per cent interest rate on 
government loans, are finding themselves enmeshed 
in new battles. 

Co-op leaders are preparing to demand that Con 
gress strip away Agriculture Secretary Benson's 
authority over electric co-op loans by making the 
Rural Electrification Administration an independent 
agency. Until last spring, administrators of the REA 
had full power to approve or reject bids for low inter- 
est loans from electric co-ops. Then, however, Benson 
limited the REA officials to approving loans of not 
more than $500,000, and larger loans had to go 
through the Secretary’s office. 

The co-ops have drafted a tentative bill for sub 
mission to Congress next year which would remove 
REA from the Agriculture Department and make it 
an independent agency—a status it enjoyed from the 
program’s creation in 1936 until a congressionally- 
approved government reorganization in 1939. 

Meanwhile, private power advocates and business- 
men connected with competing fuels are asking Ben 
son to dissapprove an “unprecedented proposal” of a 
group of REA co-ops in Indiana to band together to 
sell power for nonfarm purposes. 

The nine co-ops have formed Hoosier Cooperative 
Energy Inc., and are seeking a $42 million REA loan 
(at 2 per cent interest) to finance a big electric 
power plant and transmission lines. Opponents claim 
the project, which would be the biggest ever financed 
by REA, would help form a “subsidized power em 
pire,” would be a “perversion of the original program 
to aid farmers,” and that a large part of the power 
would be sold to industries and other non-farm users. 

On another front, L. P. gas dealers are being 
warned to oppose a program by the Tennessee Valley 
Authority (TVA), huge government-owned electric 
system in the Southeast, under which it would be 
able to expand drastically 

Two bills, which will be pending in Congress next 
year, would permit TVA to sell tax exempt revenue 
bonds to the public and the government, the payment 
of which would be guaranteed by the government 
There would be no limit on the funds TVA could 
raise, opponents say, and thus its transmission line 
and power generation system could spread “like an 
oil fire. 
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TULOMA IS . 
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GROWING 


AND OUR CONTRACT CUSTOMERS 
ARE GROWING WITH US. 


As we continually add to an already 
impressive roster of more than 35 
supply sources, install huge new 
underground storage facilities, 

expand our transportation services, and 
increase our sales and engineering staffs, 
we do so to better serve our fast 
growing family of successful contract 
customers. Tuloma is growing—fast— 
but, so 1s the LP-Gas industry, and 

so can you if you... 

CONTACT TULOMA TODAY 


TULOMA GAS PRODUCTS COMPANY 
CHerry 2-3261 © BOX 591 © PAN AMERICAN BUILDING * TULSA 2, OKLAHOMA 


ad 
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beyond the mains GEN 


THE NFPA 1956 FIRE LOSS FIGURES ARE OUT. The table was pub- 
lished in the Quarterly of the National Fire Protection Asso- 
ciation for October. The total losses were somewhat higher than 
in the previous year. The ratios of total fires and total losses 
from fires caused by electricity, oil and gas were only slightly 
different than those of 1955. 





The NFPA saw fit to print a reminder that all material in 
the Quarterly is copyrighted, and may not be reproduced in whole 
or in part without written permission. This reminder was in- 
cluded because certain NFPA members had objected to the "misuse" 
of certain parts of the article, notably Table VI (the Esti- 
mated Building Fire Losses by Causes). We have a high regard 
for the NFPA, and are pleased to respect their wishes in this 
matter. The entire article is available in reprint form from 
the National Fire Protection Association, 60 Batterymarch St., 
Boston 10, Mass. 


PIPELINES TO REDUCE COST OF LPG FOR NORTH CENTRAL AND NORTH- 
EASTERN STATES. As the old year ends a major break in the cost 
of moving L. P. gas from the big producing areas to the major 
consuming areas seems in prospect. A number of pipeline pro- 
posals for this movement are either under development or being 
given close study. Pipelining of LPG in liquid product lines is 
not new. For several years it has been successfully carried out 
by Phillips Petroleum Co. between Borger, Texas, and the Chicago 
area, and between Borger and Denver. Several shorter lines in 
Texas move the product from points of origin to users of chem- 
ical raw materials on the Gulf coast. 








The Little Big Inch products line, long held up in litiga- 
tion, is expected to carry LPG to the Northeastern states and 
the New York area, in an operation similar to the present 
Phillips line. It now appears that this operation will start in 
the near future. In addition, a number of railways are project- 
ing plans to build products lines along their present rights of 
way. Southern Pacific now has such service for refined products 
between Los Angeles-Phoenix and from El Paso to Phoenix. By 
the addition of storage terminals this line could carry LPG. SP 
is also building a pipeline between San Francisco and Fallon, 
Nevada. Katy and New York Central are studying the possibility 
of a 2000 mile pipeline to bring products including LPG to 
Kansas City, St. Louis, Chicago, Indianapolis, South Bend, Kal- 
amazoo, Detroit, Cleveland, Syracuse, Newark, New York, and 
possibly Pittsburgh. Great Northern is completing plans for a 
line from the Williston Basin in Montana and the Dakotas to 
Minneapolis and St. Paul. 


Continued 





Codtinued beyond the mains 


Pipe line transmission of liquid petroleum products costs 
only a small fraction of transportation in rail cars or over 
highways. The railroads have a great advantage in cost of build- 
ing pipe lines, as they already have the right-of-ways follow- 
ing routes of easy grades. There is little additional property 
cost to be considered. Some economies of transmission cost 
should be gained because of easy grades. One of the important 
auxiliary problems is construction of storage at outlets and 
providing adequats: storage for surpluses at strategic points 
en route. This will undoubtedly be of the underground type. 
There are good salt bed sites available in Michigan, Ohio, Penn- 
Sylvania and New York in the vicinity of the Great Lakes. In 
other areas the cavities must be mined from rock. When these 
projects are completed the cost of product should be materially 
reduced in the affected areas. This will give competitive ad- 
vantages not now enjoyed for domestic sales, and broaden the 
potential for industrial and power sales through an area of 
tremendous population and fuel use. 


THOSE MILLIONS OF BARRELS OF PROPANE ARE NOT ALL LOST. 
Prominent in recent news has been the injection of millions of 
barrels of propane back into the oil fields to bring up more 
oil. Most of the news dispatches have not been clear on what 
happens to the propane after it has been pumped back into the 
ground. Here is what happens. In any oil field there is a lot 
of oil left in the strata after the normal pressure flow and 
pumping have removed all that can be recovered economically by 
those means. The remaining oil clings to the grain structure in 
the strata. Propane is injected through some of the existing 
wells to dilute the oil and give it the ability to flow to the 
remaining wells. 





After the mixture has become highly fluid the propane in- 
jection is discontinued and in its place natural gas is injected 
under high pressure. This is the "gas drive" mentioned in Some 
of the dispatches. It drives the diluted oil to the wells that 
have remained open, thus putting the field back into production. 
Test operations have shown that in fields producing the heavier 
grades of crude it may be possible to double the final produc- 
tion of the field. This is good conservation, and is far more 
economical than discovering and drilling new fields. In one 
typical field Magnolia Petroleum Co. expects the injection of 
2 million bbl of propane to make possible the recovery of more 
than 15 million bbl of oil. They believe that more than 90 per 
cent of the propane will come back with the oil. All of this 
can be recovered and sent to market. If these estimates are 
correct the loss of 200,000 bbl of propane worth about $2 per 
bbl will recover 15 million bbl of oil worth about $3 per bbl. 
Would you call that a good investment? 
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No other name 
like GSE=E9 in 
the LP-Gas Business 


The Sel-Pac banner is out in front of the parade today and little 
wonder! No other name in the LP-Gas Industry has grown like 
Sel-Pac and the reason is very simple. When you see the 
name Sel-Pac, on LP-Gas fittings, you see the finest en 
gineering and construction plus the finest dealer and 


service Organization to be found anywhere 
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Sel-Pac 1s on the move! GET ON THE SEL-PAC 
« BAND WAGON NOW, and go places! 


,e 


MARK OF LEADERSHIP 


SELWYN-PACIFIC COMPANY 


P.O. Box 61031, Los Angeles 61, California 





TO QUOTE ONE OF OUR MOST COLORFUL PUBLIC FIGURES: 


Give the Competition Hell! 


Plain talk and sound advice. Your own worst 
competitors are, no doubt, the competitive fuels. And yet, the 
pump manufacturers who serve and support this competition (if 
you just check the trade papers you will see from the ads that 
most of them do) solicit your support as well. Indirectly you are 
helping your competition. Pumps designed for oil and petroleum 
transfer are ill suited for handling LPG even with their slight 


modifications. 


Smith Pumps were designed especially for LPG 
service and are exclusively sold for that purpose. For that reason 
Smith Pumps have been first with all the important advancements 
(check the accompanying list!) which have made your operation 
more profitable by reducing fuel transfer cost. No matter when 
you bought your Smith pump, you got the best bargain in pump 
performance and customer service available at that time, and we 


are doing everything to keep it that way. 


Right now, any Smith pump made after 1945 can 
be modernized at the factory with all the improvements since that 
date. This gives you a pump that passes the same tests as a new 
one and carries the same guarantee, all for less than the cheapest 


pump you can buy. 


Model TC.2 Pump 


for Truck Service 
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LIST OF A FEW SMITH PUMP FIRSTS: 


#1939 


First with balanced gears to eliminate 
bearing loads. 


*1940 


First with hardened and toughened shafts. 


1944 


First with exchange replacement pump 


plan 


1946 


First with carbon-graphite bearings instead 


of fast wearing bronze. 


1948 


First with mechanical shaft seal. 


#1948 
First having mechanical shaft seal built as 
unit with shaft and outboard bearing, to 


make replacement easy and fool proof 


1949 


First with hardened gears for longer wear. 


1953 


First with Ductile iron housings. 


*1954 
First with super-hard gears in bulk-plant 


pumps. 


1955 
First with Underwriters’ 


laboratories approval. 


#1957 
First with Super-hard gears in 


truck pumps. 


* indicates features still exclu- 


sive with Smith Pumps. 


Model MC-2 Pump 
for Bulk Plant Service 


SMIT 


PRECISION PRODUCTS COMPANY 


1135 MISSION STREET, SOUTH PASADENA, CALIFORNIA 


TELEPHONES: RYan 1-2293 of RYan 1-2691 
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How Hydro-Butane says DECEMBER 1957 ¢4 y) 
| 
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’ 
h Mm since we started it back in 1936." 
ris as Y, That's what Homer L. Braswell 
\ has to say about his company's 


: annual Employee's Christmas 
© YAN Party. In 1956, for the second su 
to its employees cessive year, the Hydro Butane Co., 
Hickman Mills, Mo., staged this 
yvala affair and once again it scored 
a tremendous success 
Not an elaborate occasion, the 
party is designed chiefly as an in 
formal pre-holiday get-together for 
employees and their families. It’s 


a sociable affair. But it also pos 


The period when Santa Claus reigns supreme is the high 
spot for the young set at the Hydro-Butane Co., Hick. 
man Mills, Mo., annual Christmas party. 


A 





BeBKE everal touche that help 
those present capture some of the 
real spirit of the Christmas season 
Homer Braswell, president, and 
his associates have the firm belicf 
that people, in their stre on the 
material aspect ometimes ove! 
look the spiritual ignificance of 
Christma A one Hydro Butane 
employee put it “TOO many people 
leave out the ‘Christ’ in ‘Christma 


t ‘Xma 


Held imultaneousl\ vith 


party at the headquarters in Hi 


man all i > imilar partie 
the company’s three branch outlet 
at Harrisonville, Liberty and 
Odessa 

The idea for the Christma 
Party originated § a result of 
friendly bantering between 
Braswell and hi wife, Dorothy 
For several years, Mr. Braswell 


Right a Christmas tree highlights the party 


in the applianc e showroom 


Below, Santa was generous to all of the 
kids at the party $10 is allotted per 
gift 


Right hand page pictures a part of the 
more than 50 Hydro-Butane employees at 
the headquorters party Similar affairs 


were held at each branch 











in the organ 
on a fishing Mi 
With typical wom 
Mrs. 


undercurrent of 


had been taking men 


ization trip in 


souri’s Ozarks. 


anly intuition, Braswell 


sensed an discon 


tent among the wives over the fact 


that their husbands disappeared 
every year for several days of 
pleasure while the wives stayed 


home and kept up with their hous« 
hold chores. 


“You’re a pretty unpopular man 


with the wives and children,” 
Dorothy Braswell chided her hu 
band. 


Finally, Mr. asked hi 
wife to suggest an idea for an all 


Braswell 


family arrangement that would pro 


vide an opportunity for him to 
show his appreciation to the pe 
sonnel for their efforts in behalf 
of the organization. She recom 
mended a Christmas party with 
some of the old-fashioned trim 
mings. That’s how it got started 

One stipulation of the company 


president in agreeing to the party 
as a substitute for the annual fish 


ing trip was that it should be (ex- 


cept for financial details) strictly 
an employee's project. Both the 
first and second edition of the 
party were maste.minded by an 


4\ 

Employee’s Party Committee, w 
worked out the refreshment ne 
program, the invitations, decorative 
scheme, etc. The only non-em 
ployee to participate in the pla 
ning is Dorothy Bra ho ha 
the important responsibility of s¢ 
lecting and purchasing ith het 
husband’s money the hand re 

tt that are distribute at the 
parts 

The pre-party preparation rt 
kicked off with letter of invita 

nm that goes out two week 
advance of the affair The 1956 

vitation was shaped in the form 
of a Christmas tree (“maybe a li 
tle corny, but we liked com 
mented Mr. Braswell) and run off 
on the company’s own mimeograp 
machine. It carried tl customat 
P. S. “Be sure and bring the cl 
dren.” The date for the occasion 
l alway et about four or five 
day before Christma Decemb 
21 in 1956) in order that the part 
won't conflict with employee's pe 
onal plans for Christma 

“Shopping for the gifts for the 
children and the adult a big 
job,” admits Dorothy Braswell 
However, she streamlines this task 
by selecting one kind of gift foi 








« Merry Christmas 


another for the women, 


children 


pend an 


ill men, 
and one type of gift for 


in each age bracket. She 


average of $10 for small fry pre 
ents and a few dollar le ! 
the gifts that go to adult Won 
attending the 1956 part received 
lver lazy isans The men » ID 
DoXxe of candy Boy four veal 
and undet vere riven rocking 
horses and wagons. Girls aged three 


to nine were yiven dolls Boy fi mT) 


10 to 14 got gasoline engine-pow 
ered airplane Sleds were present 
ed to boys ranging from 6 to 10 
Boys over 15 were given cuff link 
and girls in the same bracket got 
perfume All children received 
acks of candy and nut 

The 1956 party planning com 
mittee consisted of Walter H 
Morri bookkeeping ipervisol 
Roy Bou er, mete! bookkeeper and 
Jimmie Groh, accounts receivable 


bookkeepet The affair opened up 


with singing of Christmas carol 
“Little Town of Bethlehem,” 

ilent Night ’, ete.) by 
the more than 50 people present 
The singing was led by party com 


Groh who p it 
he 


another 


mitteeman Jimmie 
a lot of zest 


ster of 


into the activity 


ma ceremonies wa 


committee member, Walter Morris. 
committeeman 
12 (“Now when Jesus room where everyone gathered for 


Herod the king, be- 


round and enjoyed Christmas carols 


to Jerusalem”). were piped over the inter- 





Employee Ray Bouser reads from the 
Scripture—a regular part of the party each 


* 


placed in Mr. Braswell’s private 
office. 

The highlight of the entire af- 
fair for small fry comes when 
Santa Claus makes a sudden, dra- 
matic, entrance. One of the em- 
ployees handled the role of Santa 
Claus for the 1955 party but one 
of the youngsters recognized him 
and it was decided to get an “out- 
sider” to take over in 1956. One 
of the friends of the company 
president filled the air with jovial 
“ho hos” and dispensed the gifts. 

One of the major features of 
the party is the distribution of 
the annual bonus checks which 


year. 


are based on the length of service 
of employees with the company. 
Then Mr. Morris presented gifts 
from the employees to Mr. and 
Mrs. Braswell (attractive pen and 
pencil sets in 1956). 

Master of Ceremonies Morris 
then voiced a few well-chosen words 
on how he and the rest of the 
staff felt about working in an or- 
ganization with a man of Mr. Bras- 
well’s high calibre at the helm. To 
this Mr. Braswell responded with 
comment in which he extrolled the 
qualities of the people in the organ- 
ization and put in a plug for the 
Christmas Party, stressing the fact 
that he hopes it retains its reli- 
gious aspects. 

The party is wound up with the 
refreshment period with every- 
body helping himself from a big 
table well-laden with a broad reper- 
tory of sandwiches, fruit punch, 
cookies, coffee, candies, etc. After 
that comes an informal interlude 
when the quarters echo with laugh- 
ter, songs, children’s squeals of joy 
over their presents and the chatter 
of voices. 

At precisely the same _ period 


* 


Strictly an employees’ activity, the Christ- 
mas party is masterminded by the party 
committee. The 1956 affair was sparked 
by members of the bookkeeping staff, left 
to right, Jimmie Groh, Walter Morris, and 
Roy Bouser. 
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the people of the headquarters unit 
are enjoying their party, the per- 
the 
is following the same general for- 


sonnel of three branch offices 


mat, receiving identical presents 
partaking of the same _ refresh- 
ments and following the same pro- 


Mr. 
well bears the expense for putting 


gram of entertainment. Bras- 
on all four parties. Next year, he 
plans to attend the party at one of 
the branches. 

“The 
rale-builder 


Christmas Party is a mo 
all of us,” says 
“It’s the 


happy eventful 


for 


Homer Braswell. climax 


of another and 
year. It presents a fine chance for 
myself and Mrs. Braswell to renew 
personnel and 


acquaintances with 


their families.” 


“Introducing religious features 
the 


“including reading from the Scrip 


into occasion,” he explained, 
ture and group singing of carols, 
helps all of us to understand the 
true significance of Christmas.” @ 











\ 


% 


of the party, Mr. and Mrs. Homer L. Braswell 


Refreshments with a holiday theme—cookies 


zest and put the final touch on the annual affair 


fruit punch 


’ 


Master of Ceremonies Morris presents gifts from the employees to the real Santa Clauses 


Hydro-Butane's owners 


and other goodies 


give 





added 

















Suburban Utility-Gas Co.'s Mr. 
and Mrs. 100,000th customer—papa and 


mamma Manning in this tale—and their 


Propane 


winnings 


By MARTIN A. BROWER 
Associate Editor 


VCE upon a time, not too long 
() ago, in a far off city called 
Holli in a beautiful state called 
‘ew Hampshire, there lived a 
mamma and a daddy, Mr. and Mrs 
H. (Clifford 


four children. Now the Manning 


Manning, and their 


fumily had a good many things 
They had a lovely two-story white 
home and a nice car, and daddy wa 
an agent for a life insurance com 
were both- 
They had _ to 


meal on an. electric 


pany. But the Mannings 
ered by one thing 


cook thelr 





range 

Now the Mannings knew how 
good gas could be. At one time they 
lived in a quaint city called Boston 
and there they had gas. But dur 
ing the big war, in 1943, the family 
moved to New Hampshire and at 
that time they couldn’t get a gas 
installation. So they 


into using the nasty old electric 


were forced 





range 
But one day, the Mannings heard 
They found that 


could give them every- 


about L. P. gas 
L. P. gas 
thing they had enjoyed in the city 
with natural gas. They could even 
have a fast, clean, economical, per- 
fect-cooking, modern, automatic gas 
So they got in touch with 
their local L. P. gas dealer, W. D 
Bell, whose business was in nearby 
Milford, N. H. But Mr. Bell was 
not just an L. P. gas 


range 


dealer—he 
was a Suburban Propane Utility 
Gas Co, dealer 

Meanwhile, at Suburban Propane 
Utility-Gas Co.'s office at 


main 


26 































The tale of the 


chrome-plated regulator 
























































































Portland, 
Maine, Utility’s gas sales manager, 


Point in 


Thompson’ 


a kindly man named Otis Gray, had 
an idea. He knew that in the near 
future his company would get its 
100,000th customer. And it isn’t 
every day that an L. P. gas com- 
pany signs up its 100,000th cus- 
tomer. Mr, Gray decided something 
pecial might be done for that cus- 
tomer (and at the same time it 
seemed like a good way of getting 
ome publicity for his company). 

So Mr. Gray contacted the Fisher 












Governor Co., which made his L. P. 
gas regulators, and asked Fisher to 
chrome plate one regulator so that 
it would be especially bright and 
shiny and special. All regulators 
ent out by Mr. Gray’s company 
number before 
field. This 
chrome plated regulator would be 
number 100,000. 

In the normal course of time the 


were recorded by 


going out into the 


regulator was shipped, on order, to 
Mr. Bell’s dealership at Milford. 
The regulator waited its turn to be 
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installed 
lator 


just like any other regu- 
and one day its turn came 
and it was installed. 

And who do you think was the 
lucky family to get this very special 
regulator? None than the 
Mannings. 


other 


Oh, the Manning family was so 
excited. And the entire Suburban 
Propane Utility-Gas Co. organiza- 
tion became so excited. Mr. and 
Mrs. Manning appeared at the com- 
pany’s 1957 dealer convention in 
Portland, Maine. They appeared on 
television and in the newspapers. 
Everyone knew that the Mannings 
were the 100,000th Utility-Gas 
customer (Mr. Gray and Mr. Wil- 
liam V. K. Fletcher, the company’s 
advertising and sales promotion 
manager, saw to that.) 

And did the family get its new 
L. P. gas range? It certainly did. 
As a present from Utility-Gas Co. 
In fact, the Mannings got a lot of 
They 


Supermati 


prizes. were given a Roper 
range, a Warm Morn 
ing LPG incinerator, a Universal 
LPG clothes 


good measure they got a set of 


dryer, and just for 


stainless steel mixing bowls, a set 
of stainless steel cookware, a wood 
chopping block, and a chest of sil 
verware. 

So Mr. and Mrs. 
back to their lovely two-story white 
house in Hollis, N. H., and the new, 
beautiful appliances were installed 
And daddy Manning, mamma Man 
ning, and the four little Mannings, 
lived happily ever after. 


Manning went 


(But there is a little more to this 
tale. Other L. P. gas dealers need 
not wait for their 100,000th cus- 
tomer. They might do something 


similar with their 500th customer, 


their 1000th customer, or their 
5000th customer. Promotion-wise, 
this is a dilly.) @ 





Top of page, LPG dealer and Mrs. W. D 
Bell (left) 
plated regulator installation at the home 
of Mr. and Mrs. H. Clifford Manning as 
the happy couple look on. 


stand next to the chrome 


Center of page, the Mannings of Hollis 
N. H.—(left to right) 


Jane, Laurel, Maxine, and papa 


Jeffrey, mamma 


Bottom of page, the Manning family's two 
story white house stands proudly on a 
New England street. Its owners now cook 


with gas 


) 
. 


is 
it 


Lt 





















































It isn't every day that an LPG dealer 
signs up his 100,000th customer 
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A report on the sixth of a series of manufacturer-dealer meetings 


Chicago appliance forum outlines 
program for LPG industry action 














NFORMATION developed at pre 
{ vious conferences Was sum- 
marized and a constructive pro- 
gram for future cooperative action 
among the various segments of the 
gas industry was outlined at the 
sixth BUTANE-PROPANE News con 
ference on the problems of selling 


Lake 


Shore Club in Chicago on October 3. 


gas appliances held at the 


Indicative of the broadening in- 
terest in the program, the confer 
attended by 
LPG 


manufacturers, natural 


ence Was appliance 


manufacturers, producers, 
equipment 
vas utility company officials, and 
L. P. gas dealers. Guests came not 
only from the Chicago area but 
from New York, Los Angeles, Pitts 
burgh, Oklahoma, and Minneapolis 
as well. Many of those present had 
attended at least one of the pre- 
vious conferences which had been 
held in Chicago, Los Angeles, Nash- 
ville, Philadelphia, and Columbus, 
Ohio 

This final meeting of the series 

like the other five held across the 
nation—was arranged “nd con- 
ducted by BPN editor Carl Abell. 

Overall purpose behind the entire 
program is to broaden the market 
for L. P. gas by developing means 
Whereby the local gas dealers 
throughout the country may sell 
both gas and appliances more ef- 
fectively. 


Three factors considered 


The factors considered may be 
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broadly grouped under three main 


headings—the deterring effect of 


the promotional and sales activities 
of the competitive industries, elec- 
tricity and oil; the need for coordi- 
nating and strengthening the gas 
industry programs now under way 
or in the development stages; and 
the steps that should be taken by 
local L. P. gas dealers to cash in on 
the benefits of the industry pro- 
motion and increase their own sales 
volume in both gas and appliances. 
This last heading, which is the con- 
trolling factor of the entire situa- 
tion, calls for intensive work by 
individual dealers in their own local 


sales programs, greater coopera- 
tion of industry suppliers and 
local dealers in connection with 


solving local and area problems that 


influence local purchasing, and 
closer alliance between the utility 
gas companies and local LPG deal- 
ers in holding the suburban market 


for gas, 


Shadow of electricity 

Over the entire situation lies the 
heavy shadow of electric eompeti- 
$150 million 
promotion campaign of the electric 
industry, the tax-sup- 
ported expansion programs of the 


tion, including the 


appliance 


REA and the federal electric gen- 
erating systems, and the aggressive 
selling of the private power com- 
panies. In attacking these prob- 
three activities 


lems, were sug- 


gested. 








Since the top-heavy 
program obviously can not be sup- 


appliance 


ported from profits on the sale of 
appliances, but must be underwrit- 
revenue from generating 
products, 
undertaken to divorce 
appliance manufacturing from the 
other manufacturing activities of 
the electrical industry. It was 
recommended that the gas industry 


ten by 
and distribution action 


should be 


associations explore this possibility. 

The competitive advantages of 
the REA cooperatives are enjoyed 
as the result of discriminatory laws 
which force all taxpayers in the 
contribute the 
which finance the tax-free market- 
ing activities of these cooperatives. 


nation to funds 


Revision of these laws to force the 
cooperatives to compete on equal 
terms with private enterprise were 
3UTANE-PROPANE 
News promised to spearhead the 


recommended. 
drive to bring this about. Discus- 
sion after the meeting brought out 
that the objectives stated in the law 
that set up the REA system have 
been fulfilled. Current activities of 
the REA indicate that it is now 
engaged in a drive to dominate 
both the generation and distribu- 
tion of power’ throughout the 
United States. Since this is a large 
scale attack on the free enterprise 
system, it seems advisable to work 
for the abolition of REA. 

TVA and other federal generat- 
ing projects also enjoy discrimina- 
tory advantages over private power 


BUTANE-PROPANE News 






AtMearsilé 




















“Appliance manufacturers 
do not understand LPG 
dealers’ problems. Dealers 
do not understand manu- 
facturers’ problems. They 
need a chance to talk to 
each other." So BPN ar- 
ranged six luncheon ses- 
sions in five cities across 
the nation. The sixth and 
final session in this series 
was held, like the first, in 
Chicago. Here is what hap- 
pened. 








companies, and these are = also 
financed by general taxation. For 
the past several years Congress has 
withheld appropriations requested 
for the expansion of the TVA sys- 
tem. A _ bill to 
through sale of revenue bonds died 


This should 
be watched carefully in the next 


permit financing 


in the last Congress. 


Congress, and influence should be 
marshalled to require federal power 
projects to compete on even terms 
BPN will 


also do what is possible to organize 


with private industry. 


a drive to that end. 


The suburbs 

The areas where electric compe- 
tition can do our industry the most 
damage at this time is in the subur- 
ban fringe of the rapidly-growing 
industrial cities. That these areas 
can be saved for gas is indicated 
by the success of programs worked 
out by utility and LPG interests in 
Southern California and the Miami 
areas. There have also been shin 
ing examples of successful holding 
actions in other more limited areas. 
Most of these cases involve special 
cooperation in specific tracts, where 
in some cases the utilities that will 
eventually take over the gas load 
have given financial assistance to 
the LPG 


line.” 


dealers who “hold the 
A study of these special co 
operative plans will be presented 
in an issue of BPN in the near 
future. 

Other recommendations in con 
nection with the fringe area prob- 
lem include the _ following five 
phases: (1) development of more 
between the big 


effective liaison 


national programs promoting the 
use of both utility and L.P. gas; 
(2) development of local gas unity 
programs where needed; (3) set 
supplying 
kitchens” to the 
building industry and to individual 


ting up the means of 


“matched gas 
more 


purchasers; (4) working 


closely with architects and builders 





to promote specification and use 
of gas appliances in new construc- 
telling city people 


moving to the country that they 


tion; and (5) 


can bring their gas appliances with 
them. All of these various projects 
are now getting attention. In all 
cases they need more interest and 
“drive” to make them fully effec- 


tive 


National promotion vs. selling 


The big industry promotion pro 
grams have come up for lively dis 
cussion at every one of the regional 
conferences. It has been obvious 
both at the meetings and from in- 
formation coming from the outside 
that many LPG dealers have placed 
too much dependence on the pro 
motion programs to do the complete 
selling job for them, and many are 
disappointed to find that this has 
not happened 

The functions and limitations of 
national advertising and promotion 
need to be clarified—they can only 
create the interest and the willing 
After that it is still 
up to the dealer to contact the 


ness to buy. 


prospect and make the sale. And 





Eighteen gas appliance manufacturers, two 
LPG producers, two natural gas utility offi 
cials, six LPG dealers, and six BPN repre 
sentatives sit down to talk things over at 
the Lake Shore Club in Chicago. 








selling is becoming more difficult 
as the current buyer’s market re- 
places the seller’s market through 
which we have lived for the past 
several years. All along the line 
it has become apparent that our 
industry needs a rebirth of old 
fashioned selling. 


Sales training 

In connection with this it has 
been brought out that a great deal 
of recruiting and training of sales- 
men is needed. Along with this, 
many dealers need to perfect and 
make more effective their means of 

' J training their entire organizations 
Four top gas appliance manufacturers, left to right, Ullman, Van Curen, Proulx, and Oster- in support ‘of the company’s sales 
gren, talk LPG appliance sales program. To help meet this need, 
which was pinpointed in the first 
of the conferences, BPN has un- 
dertaken and is now publishing 
two programs on sales training and 
sales management. 

There are many other specialized 
sales training programs offered by 
various manufacturers and groups 
in the industry. Manufacturers re- 
port that the facilities offered by 
them have not been as widely used 
as they had hoped. Dealers came 
back with the reply that they were 
not able to take advantage of these 
programs conducted at factories 
because of distance, expense, and 
inability to spare the time required 

to send employees to the schools. 
oF / At least two manufacturers who 
In a jovial mood during appliance sales discussions are, left to right, dealer Ralph Sieben, had provided training facilities, 
president of the Metrogas chain, manufacturer Brand, dealer Lundin, utility man Ericson, tuud Manufacturing Co. and Em- 
and dealer Allen pire Stove Co., have announced 
that they would “put their shows 
on the road” to bring the schools 

to the dealers. 

The suggestion was made by 
Doug Westerhout, of Western Liq- 
uid Gas Association, that state as- 
sociations might well add special 
sales training programs to the ser- 
vice schools which many states 
have been conducting with the co- 
operation of the controls manu- 
facturers. This possibility should 
be explored. 

Editor Abell suggested that sales 
training courses for the industry 
should be promoted under the aus- 
pices of the adult education de- 
partments of the local schools. 
Many schools have such facilities 


Appliance equipment manufacturer Harper gives his views to H. J. Goss of his firm and available under the “Distributive 
BPN's new eastern editor William Clark Education” program. They are 
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eager to cooperate on these pro- 
grams. T. E. Ennett, Rockford Pro- 
pane Co., Rockford, Ill, reported 
that such a course had been offered 
by his local school, and that it had 
been exceedingly popular. A _ fac- 
tor that was not brought out, but 
might be 
that such courses might be of value 
in helping dealers to get in touch 
with prospective salesmen. Such a 


worth considering, is 


course offered in a public school 
would be open to the local dealer’s 
staff, but it must also be open 
to the general public. 


Recruiting salesmen 


Along with the problem of train- 
ing salesmen, most dealers have a 
problem of getting suitable per- 
sonnel to train. A large part of 
this problem relates to the current 
over-emphasis on “security.” Too 
many people want too much guar- 
anteed, without committing them- 
selves to suitable effort. These peo- 
ple will never be salesmen. Another 
factor that makes recruiting dif- 
ficult is the matter of pay. We 
are competing for personnel with 
many other industries and many 
other professions. 

Inability to meet pay require- 
ments is heavily influenced by the 
prevalence of price selling. If a 
dealer gives away his margin he 
can hardly provide exceptional pay 
for sales people, and he can not 
get good salesmen without being 
able to offer good pay. Exceptional 
LPG dealers in various parts of 
the country are doing outstanding 
appliance volume without meeting 
discount house competition. Their 
salesmen are workers, and they sell 
quality and service, which can not 
be had in combination from organ- 
izations selling strictly on price. 

In this connection Steve Fligel- 
mann, Consumer’s Gas Co., told of 
very good results his company has 
obtained by tying in with the vari- 
ous nation-wide association-spon- 
sored sales programs, notably the 
Mrs. America Contest, the White 
Christmas, the Old Stove Round-up, 
and a local Mrs. Minnesota Con- 
test. These programs brought his 
company into close working rela- 
tions with the local utility, and 
paved the way for closer working 
objectives all along the line. 

The importance of the younger 
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Sixth BUTANE-PROPANE News 


Appliance Sales Conference 
Chicago, October 3, 1957 


@ MANUFACTURERS 
Lee Brand, Vice Pr 
J. L. Clary, Vice Pre 
facturing C 

G. F. Deer, Bryant 
Marshall G. Cook, Rockwe!! Manufacturing ( 

R. H. Engstrom, Assistant Vice President, Bastian-Ble 
G. D. Davis, Advert Ger 
Gaylen Frey, Secretary-Treasurer, Modern Equipment In 


yen? Emr re rove (‘ 


lent & General Sales Manaaer, Bry 


Phillip Harper, Jr., Executive Vice President, Harper-Wyman 


H. J. Goss, Harper-Wymar 

Paul Kennedy, Norge Division, Borg-Warner Corp 

D. W. Proulx, Water Heater Products Manager, Rheem 
Tur ng Co 

G. Purpus, General Sales Manager, Black, Sivall 
M. Scott, Special Projects Manager, Ruud Manufact 

M. Barnes, Ruud 

N. Spear, Ruud 

R. Van Curen, Vice President, Holly-General ( 

Walter Ullman, Vice President, Siegler Corp 

Ben F. Ostergren, Sales Manager, Siegler Corp 


M. 
M. 
a 
R. 
J. 


@ PRODUCERS 


R. H. Freiermuth, Manaaer 
( 


Richard Muellerleile, Mor 


yaer LPG Sale Cities Service 


@ UTILITY GAS COMPANY OFFICIALS 
S. L. Ericson, Northern Illir Gas ( 
Jerome Happ, Vice President—Sales, N 


@ L. P. GAS DEALERS 


Manut 


& Brysor if 


ining 4 


T. E. Ennett, Manaaer, Rocktord Propane Rocktord Ill 


Steve Fligelman, United Petroleum Gas ¢ 
R. M. Hemphill, Vice President, Hicksgas Inc., Skokie, | 

F. T. Lundin, Sales Manager, The Dri-Gas Co., Hinsdale, | 
Ralph Sieben, President, Metroga Chicaq 

L. H. Allen, Metrogas 


@ OTHERS 

Carl Abell, Editor, BUTANE-PROPANE New 
Frank M. Chapman, Publisher, BPN 

William W. Clark, Eastern Editor, BPN 
Howard Baird, Cleveland Manaaer, BPN 
William E. Comiskey, Chicago Manager, BPN 
Gilbert Bowman, Promot Manager, BPN 
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generation in creating a market for 
the future had been emphasized at 
several of the regional meetings. 
Of particular importance is the 
matter of seeing that the domestic 
science laboratories and cafeterias 
of high schools, junior colleges, and 
teacher tra ining schools, are 
equipped with modern gas appli- 
ances. While several manufacturers 
recognize the importance of this 
activity, and carry part of the fi- 


nancial burden, many dealers feel 


Caught by the camera as they were planning methods of increas- 
ing LPG appliance sales are, left to right, BPM publisher Chap- 


man, manufacturers Purpus and Davis, utility gas man Happ, and 


manufacturer Kennedy 


BPN’'s Chicago manager Comiskey holds forth, center, while BPN 
editor Carl Abell and manufacturer Clary, on his left, and manu 


facturer Engstrom and supplier Muellerleile listen 


that too large a share falls on them. 
This is obviously another area in 
which dealers and manufacturers 
should agree on a workable pro- 
gram and then make it work. 


BPN survey 


In view of the widely varying 
ideas of dealers about what they 
need in the way of manufacturer 
help in promotional material (par- 
ticularly direct mail and loca] ad- 
vertising material), and in sales 


training aids on manufacturers’ 
products, Editor Abell promised to 
conduct a survey of dealers and 
find out what items and procedures 
would be most widely acceptable. 
The results of the survey will be 
made available to all appliance 
manufacturers in the industry. 

In closing the conference, plans 
were announced for a “progress 
report” meeting to be held in Chi- 
cago either just before or just af- 
ter the next LPGA convention. @& 


-“ 


LPG producer Freiermuth, far left, talks to dealer Fligelman, while 
manufacturer Barnes, center, discusses dealer-manufacturer prbolems 


with LPG dealer Ennet next to him and equipment manufacturer Davis. 


All eyes at this gathering are on manufacturer Barnes, far left, who 
discusses problems of selling appliances and equipment to LPG 
dealers with fellow manufacturers Scott, Spear, Cook and Frey. 
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L. P. gas plays a starring role in 


“The Life and Times of Mr. Turkey” 








“OR the past few years the pro 
k duction of turkeys has taken 
Where this tasty 
food was formerly confined to the 


a sharp increase 


Thanksgiving and Christmas holi 
days, it has now become a favorite 
food for every day in the year. 
From farm flocks of a hundred or 
so turkeys running wild over the 
farm and processed by hand, flocks 
are now numbered in thousands 
and improved methods have been 
required both in the raising and 
for market. 
these improved methods, L. P. gas 


processing Among 
is playing an ever-increasing part. 

One of the pioneer families in 
the turkey business is Mr. and Mrs. 
Warren Frye, who operate a 90- 
acre farm nine miles from Peoria, 
Ill. The Fryes began experiment- 
ing in growing turkeys 20 years 
ago. Each year they have increased 
production until seven years ago 
when it reached 8000 birds. 

During this period they 
members of a cooperative turkey 


were 
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growers association which oper 
ated a central processing plant at 
Havana, Ill. The Fryes delivered 
the turkeys here alive and these 
were processed, stored, and sold 
from the central plant By thi 
method, the cost per bird became 
30 great that there was but little 
profit, so the Fryes decided to be 
gin processing their own birds 

It was during this earlier period 
that the Fryes had their first ex 
perience with L. P. gas. This wa 
These were first 


heated by electricity and then by 


with brooders. 


oil. But neither of these was sati 
factory, so they decided to experi 
ment with L. P. gas. The name 
Skelgas was prominent so the 
Fryes called Shols Skelgas Service, 
of which T. W. Shols is 
As a start, LPG was used for a 


few turkey 


proprietor 
brooders. The Fryes 
found it to give a more uniform 
heat and to be more economical 
than oil or electricity. As a result, 
they converted the rest of the 


brooders to L. P. gas. They first 
used 20 lb cylinders, but as the 
production increased, they installed 
a 375 gal. tank 

In 1952 the Fryes built a new 
processing house and installed in 
modern 
turkey processing 
Part of the 44 by 60 ft concrete 


block building houses a large walk 


it the most equipment 


available for 


in cooler and a sharp freeze room 


During the processing season, 
the Fryes now employ 22 persons, 
mostly neighbors, and the entire 
Frye family—papa, mamma, Suz 
years old, Dean, %, and 


right in with 


anne, 11 
Joanne, 4—pitch 
their employees 
From their experience in the 
use of L. P. gas for brooders, they 
determined to use LPG for all 
suitable for the fuel 


This includes gas for the turkey 


equipment 


scalding operations, for shrinking 
the cellophane around 
the turkeys, for heating the build 


ing, and for water heaters for the 


wrappers 


33 
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Turkeys are automatically dunked into the scalder at the Frye Cellophane-wrapped turkey is dipped into the shrinker just before 
Turkey Farm, Peoria, Ill. LPG keeps the water at a constant 138°F the bird is boxed for shipping. Water is kept at 200°F by LPG. 


L. P. gas-fired space heater keeps workers at Frye Turkey 
Farm comfortable while they clean and wash the birds. 
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water troughs used on the turkey 
range during freezing weather. A 
500 gal. LPG tank was added for 
the gas supply. The 375 gal. tank 
was mounted on a chassis with 
four rubber-tired wheels so it can 
be taken to any desired location. 

About this time the steam clean 
er, which had operated on electri- 
city, was changed to L. P. gas. 

At the present time the produc- 
tion is 15,000 turkeys per year and 
the equipment is adequate to take 
care of that number. Of this pro- 
duction, about 13,000 are broad- 
breasted bronze and 2000 are baby 
beef turkeys. They are raised in 
three droves, 5000 at a time, in 
April, May and June. The eggs 
are secured from two 
California. 


breeding 
farms in They are 
hatched in five Jamesway single 
stage incubators of 2000 capacity 
“ach. These are located in the 
basement of the house and are elec- 
trically operated. 

The poults are taken from the 
incubators to one of three brooder 


houses. One of these is a pole shed, 
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50 by 180 ft, with a 5000 bird ca 
pacity; one is made up of 10 Minne- 
120 ft, with a 
2000 bird capacity; and one a high 
porch house, 60 by 120 ft, 
capacity of 


sota houses, 17 by 


with a 
3200. The houses are 
divided into pens. Some pens have 
a capacity of 800, some of 1000 and 
some of 1200. The first week, the 
poults are started with 400 to a 
stove. As the birds get larger, they 
are placed 
groups. 
The stoves, or 


together in larger 


brooders, 


Hudsoa gas-fired brooders heated 


from the 375 gal. and 500 gal. 
tanks near the building. 
“We use L. P. gas for fuel,” say 
the Fryes, “because it gives a more 


located 


uniform heat and the birds are 
more contented, resulting in less 
trouble with piling up and smother- 
litter 
dryer and 


under the 
LPG is 


ing. Also, the 
stoves stays 
much more economical.” 

The litter used is of sugar cane 
and wood shavings, the shavings 


first and the cane over these. “Be 





An L. P. gas burner shown in the inset keeps the poults warm as they 


hover beneath and around the brooder 
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Warren Frye cleans a turkey coop with an LPG-fired steam cleaner. All coops, 


walls, floors, and working tables are thoroughly cleansed at regular intervals 





cause of its high absorption powe1 


and its economy,” say the Fryes, 
“we prefer thi 


ee 
rhe 


priced and the 


type of litter ove) 


others cane is moderately 
havings are even 
cheaper, but not so absorbent a 
the cane. We rake the litter three 
times a week until the poults are 
five weeks old, after which raking 
is not necessary.” 


Water is 


and distributed to the 


pumped from a_ well 
brooder 
four 10 ft 
troughs for each 1500 turkeys, the 
level in the 
tained by floats. 


houses There are 


troughs being main 


There are six feeders to each 
The 


changed as the turkeys grow. For 


brooder. sizes of these are 
the first six weeks the baby poults 
are fed a 28 per cent protein fed 
Then the content is de- 
creased gradually until the finished 
turkeys are 


protein 


getting only 15 pe 
cent. In the brooder houses, grit 
of commercial! granite is 
fed over the feed every other dary. 

The feed is 


consists of corn, oats, soybean oil 


ground 


home ground and 


36 


meal and commercial Premix 


ground together. This is stored in 
12 outside steel bins. From these 
bins, the feeds go to the grinder 
located in the machinery shed, an- 
large building 


other adjacent to 


the bins. From the grinder the 
sacked for the 


houses and goes automatically into 


feed is brooder 
two augured feed wagons for the 
A total of 600 tons of feed 
is used yearly. 

At the age of weeks the 
turkeys are taken from the brood- 


range. 
nine 


er houses to the range. The range 
consists of 40 acres of grass pas- 


ture of a combination of sweet 
This 


grass is seeded with oats and used 


clover, red clover and alfalfa. 


for pasture after the oats are cut. 

Only one acre is used at a time 
on the range for each drove. Port- 
able wire fences are used to fence 
off the one-acre pens. The fences 
are moved an average of every 10 
days, but more often if the weather 
is bad as turkeys must not remain 
on muddy ground. 

On the range the turkeys have 


wooden shelters with three open 


sides. These are built on skids so 
they can be transported by tractors 
from pen to pen as often as neces- 
sary. 

Feed is transported to the range 
every other day in an augured feed 
wagon which discharges the feed 
directly into the 2 by 10 ft feeding 
troughs, one for each 200 turkeys. 
Each holds 1200 |b of feed. 

Water is tank truck 
to the range and discharged into a 
500 gal. storage tank. Hoses from 
tank feed the 
troughs provided 


hauled by 


the storage water 
into with 
floats. The troughs are moved and 
washed frequently. 

When weather comes, the 
water is warmed by the portable 
L. P. gas tank before going to 
range and the 500 gal. water stor- 
age tank keeps it warm enough 
during the day. At night, if the 
weather is not too cold, the troughs 
are drained. If cold weather sets 
in and lasts, the troughs are kept 
from freezing by use of L. P. gas 
heaters set in the 


four 


cold 


water and 
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hooked up to 20 lb gas bottles. 

Throughout the entire growing 
season, the turkeys are sanitarily 
protected. The litter is kept dry, 
the waterers disinfected each day, 
any dead birds removed promptly, 
and equipment steam-cleaned at 
intervals. 

The processing begins in Sep 
tember and lasts into January until 
all turkeys have been processed 
The turkeys are transported from 
the range in wire coops on a hay 
rack to a door in the processing 
building. Three of these coops are 
udmitted at a time on a dolly which 
is Wheeled up to the killing tunnel 
This is a tunnel-like arrangement 
made from galvanized iron with 
only the ends open. Running 
through the top of the tunnel is an 
overhead conveyor. One man takes 
the birds from the coops and hangs 
them by the feet one at a time on 
this conveyor. He touches each 
turkey on the neck with an electric 
knife which stuns it and then runs 
the knife through its throat, mak 
They bleed 
into a trough built at the bottom 


ing a painless death 


and the blood is carried down into 
buckets, taken out of the building 
and placed in steel barrels to be re 
moved by a garbage collector 

The birds pass along through 
the tunnel, which has a capacity of 
eight birds, to the scalder, located 
near the end of the tunnel. A man 
here clamps two birds at a time on 
an automatic dunker over the 
scalder. The dunker automatically 
dunks the birds several times into 
the scalding water and lifts them 
out again. The sealder is a gal 
vanized steel tank under which i 
an L. P. gas burner. The burner 
keeps the temperature of the wate 
at a steady 138° F 

At first some trouble was experi 
enced with the pilot light on the 
scalder burner. Sometimes, due to 
drafts from the door where the 
turkeys 
processing house, the pilot light 


were admitted to the 


would go out. Being out of sight, 
this would not be known until the 
dunked birds reached the picker, 
where it would show up by poor re 
sults in picking due to lowering of 
the temperature of the scalding 
water 

LPG dealer Shols sought 


for this and, although told by many 


a Cure 
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Turkey farm... LPG keeps water at the 


right temperature for every operation 





that there was no way to corre 
this, did so by means of a thermo 
couple in conjunction with a pilot 
stat hooked 


ing system. The instant the pilot 


n with the main light 


light goes out, one of the mat 
lights also goes out Because ol 
this signal the pilot light is lighted 
igain with but little lo of time 
takes the bird 


from the scalder table and put 


An employee 
them on the tendon puller which 


pulls the large tendons in the leg 


The man then puts the turkeys in 
the Ashley automatic picker which 
removes the larger feathers. From 
here they go to the picker table 
where eight women finish picking 
the small pin feathers by hand 
Now the gobblers go to the meat 
block where an employee cuts off 
the head, feet and neck. From here 
they go to the eviscerating table 
where they are drawn by a crew of 
women. There are openings in 
this table through which the en 
trails are pushed into garbage can 
below. Birds are washed here and 
the giblets cleaned They then ge 
to one large galvanized tub and 
vhere they 


then to a second one 


are thoroughly washed 


Warren Frye stands before one of his turkey flocks on the range 


is kept from freezing through heating with LPG 


ihe next step is to the 500 gal 
chilling tank, an automatic gal 
vanized cooler converted from a 
milk cooler. Here the turkeys are 
immersed in cold water for variou 
ngths of time, depending on the 
and the animal heat is re 
moved. They all come out at a tem 
perature of 38° fF 
From here they are hung on a 
portable galvanized drain rack for 
}5 minutes. The rack is wheeled a 
hort distance over to the packing 
table. Here the turkeys are packed 
with the giblets, bagged in cello 
phane bags and then Cry-O-Vac 
By thi 


yrocessed yrocess the ais 
| 


in the bags is removed and the 
bags are crimped 

An employee then dips the 
bagged turkey by means of a wire 
basket into an L. P. gas-fired hot 
vater tank in which the tempera 
ture of the water is kept at 200° F. 
This shrinks the bags tightly to 
the turkey 


d placed in attractive cardboard 


They are then weighed 


boxes on which the name of the 


farm is printed The weight is 


marked on the boxes and they now 


go into the big walk-in coolet 


vhere they are kept until mar 





Range drinking water 
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Ready for market, boxed turkeys are piled in the Frye cooler. 





keted. Those that are to be frozen 
go from here into the sharp freeze 
room Which opens from the cooler. 
About 400 birds are processed daily. 

The processing room is well laid 
out, with the equipment of each 
tep located close to the preceding 
and the following operations, thus 
reducing — all 


unnecessary steps, 


eliminating any back-tracking, and 


utilizing all space to a maximum. 
After starting the operations, there 
are always eight birds in the tun- 
nel, two in the scalder and two in 
the picker. These follow through 
the other operations accordingly, 
making the overall operation a con- 
tinuous production line. 

With the exception of the gal- 


vanized equipment mentioned, all 





Some of the steel feed bins on the Frye farm are shown below. The bins have an automatic 


feeding system into the feed mill 


PV PPesvarr Aree Pere 


other equipment is of stainless 
steel. Even the meat block has a 
stainless steel top. All equipment 
is kept clean and sanitary by being 
steam-cleaned with a self-contained 
steam-cleaning unit. This was 
originally heated with electricity 
but five years ago was converted 
to L. P. gas for speed and economy 
in heating the water. 

The Fryes market their turkeys 
in three different ways. About 15 
percent are sold at the farm to 
individual customers. A_ great 
many are sold to large employers 
as Christmas gifts for their em- 
ployees. The remainder are whole- 
saled to grocers and other dealers. 

About 600 tons of feed are used 
annually at present while the LPG 
requirements for a year reach ap- 
proximately 3000 gal. 

“In addition to our income from 
our turkeys,” report the 
“we have received a great side-line 
benefit in the fertilizer secured. 
We have a rotation of corn and 
oats and have grown corn on the 
same land for four successive years 
without any decrease in the crop. 


Fryes, 


“In spite of the great increase 
in turkey growing, we believe this 
will continue to increase and _ be- 
come as standard a food as sugar,” 
the Fryes stated. “We also believe 
that more and more turkey growers 
will adopt L. P. gas as a fuel for 
many of their 
whole - heartedly endorse it for 


operations. We 


every operation for which we have 
used it. L. P. gas gives a more 
constant heat and is more economi- 
cal than any other type of fuel 
when all costs are considered. 

“It is absolutely 
keep the temperature of the water 
in the scalder and in the shrink- 
ing tank constant and uniform. 
In this, we have found L. P. gas 
much better than any other type 
of fuel—in fact, as near perfect 
as any fuel can be. 

“Our Janitrol 
heater is located at the ceiling and 


necessary to 


gas-fired space 
it keeps the processing room at an 
always - comfortable temperature, 
something desirable for a 
crew of working people. 


very 


“So sold are we on the practical 
the Fryes 
have just 


features of L. P. gas,” 
“that we 

changed from electricity to gas for 
our kitchen range.”’ a 


concluded, 
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That all-important paycheck 


YFECHERE is much more involved 

i paying an L. P. gas sales- 
man than just paying him. The 
method for deciding the size of his 
paycheck is important to the wel- 
fare of the entire sales program. A 
sound plan of compensation is 
necessary for any job in the firm 
but it is especially necessary for 
the job of salesman. 

A sales compensation plan 
properly arrived at—can do much 
more than simply make a salesman 
eager to produce sales. It can 
create industry, enthusiasm, coop- 
eration, loyalty, and high morale. 
It can attract high-grade men seek- 
ing a fair reward, retain competent 
men, reduce turnover, minimize dis- 
satisfaction, and make it possible 
for management to direct and con- 
trol the salesman’s activities to se- 
cure maximum sales and profits. 

Most L. P. 
prised at this last statement, that a 
compensation plan can 


gas dealers are sur- 


“make it 
possible for management to direct 
and control the salesman’s 
ties. .. .” But it is true. 


activi- 
Even 
though a salesman is usually out in 
the field on his own with the one 
main goal of creating sales, hi 
activities can be well controlled by 
the sales 


manager through a 


proper plan of compensation. 
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By MARTIN A. BROWER 
Associate Editor 


This article is concerned with 
only one form of compensation 


money. Employees need more from 


a job than money. The best com 
pensation plan is worthless without 
the many non-financial benefits such 
as security, recognition, opportun! 
ty, achievement, autonomy, affilia 
tion, evaluation, etc. Pay alone is 


not enough. But these non-financial 


job rewards will be taken up in the 
next article of this series. This 
time we are concerned with that 
which of necessity is the most im 
portant work inducement for most 
men—money. 

The best dealership-salesman re 
lations cannot make up for a poor 
pay plan. A method which overpays 
some, which underpays others, 
which is frequently and arbitrarily 
changed, which fails to provide ade 
quate income, which gives no incen 
tives, or which is too complex, leads 


to dissatisfaction. 


Developing a sales 
compensation plan 

As in developing any plan, the 
first step in developing a plan of 
ales compensation is to decide 
what does the dealership wish to 


, 


accomplish through thi plan 
Naturally, the first answer is to 
sell as many appliances as possible 
But that is not all 


also wants to sell the appliances 


The dealership 


which carry the highest profit mar 

gin. And each domestic customer 
should be sold as many gas apppli 
ances as possible so as to increase 
the LPG gallonage delivered at each 
stop. Then, too, customer satisfac 

tion is certainly wanted following 


the sale so that additional sales can 
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be made and favorable word-of- 6. Assure the salesman a return takes a good plan to attract good 
mouth advertising will result. And on his time and effort in keep- men in the first place and to keep 
the dealership wants the salesman ing with his effectiveness. them once they are hired. 
to be happy and to stay with the Notice that the first objective is Promoting an “across the board” 
company, especially if he is an out not merely to encourage maximum sales job, objective number five 
tanding salesman. sales, but maximum profitable sales. above, pertains to a sales job that 
One firm has listed six objectives Sales volume alone is usually se- will go beyond mere selling. The 
which it followed when setting up cured by selling low-margin, easiest salesman is expected to engage in 
it sales compensation plan and to sell appliances. The dealership missionary work, promotion, and 
which it keeps in mind when it re is more interested in profit than in public relations. 
views the plan at periodic intervals total sales volume. Simplicity and _ flexibility are 
The objectives are In number two in this series of highly desirable in a pay plan. Sim- 
l. Encourage and stimulate articles three general objectives of plicity works both ways—simple 
maximum profitable sales. a sales organization were set forth: for the salesman to understand and 
Strengthen the company’s im volume, profit, and growth. The to work with, and simple for the 
mediate and long term posi second of the six objectives listed dealership’s office to keep track of 
tion in the community. above pertains to establishing the and compute. 
Help build and maintain a firm’s place in the community so The sixth objective is to assure 
trong sales force as to achieve the growth. the salesman a return on his time 
Promote an “across the board” Helping to build and maintain and effort in keeping with his ef- 
sales job. a strong sales force is an obvious fectiveness. This is fair both to the 
Operate simply and flexibly. objective of a compensation plan. It salesman and to the company. If 





FOUR BASIC PLANS FOR COMPENSATING SALESMEN 


3 Salary Plus Commission 


] Straight Commission 


Plan Salesman is paid a fixed percer tage of h Plan Salesman i paid a small monthly salary, plus 


total sale 1 Tixed or sliding percentage of his total sales. 


Advantage High incentive Advantage Contro! over salesman's time plus in 
entive to sell 

Example Commissior 5°, 
lotal sales for the month are $4000 


15°% of $4000 $4600 Salesman is paid $600 


=xample Monthly salary $200 and a commission 
et at 10%. Total sales for the month are $4000 
)°, of $4000 is $400. $400 commission plus $200 
lary gives salesman a total check of $600. 
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4 Salary and/or Commission Plus 
Bonus 


2 Sliding Commission 


Plan Salesman aid a percentage 
j 


ncrease ? > ' 
ea Plan . Cry i paid a m Nthlhy alary and/or a 
, j 


ae ,; 


Advantage 


Advantage C sr salesman's time and/or 


Example Commi 
ncentive to sell plus con over other activities and 


| 45 of next $300 
added inc entive. 


4 

of th ? | iii , Example Salar mmissior alculated 

the next $3000 wt Sic ac Pm 5 ind paid monthly as in other examples. In addition 
maining $1000 W >| for a : yne bonu point giv Ene every $100 of sale: 
$700 ver $40,000 per year nus points are also award 
( Jesignated by management 
for the year are $48,000. This is $8000 
ota and worth 80 point 75 points are 

sarned durina the year for perf rming other task 
Total bonus points are 80 plus 75 or 155. Payment 


$3 per point. Bonus check tor $465 

















BUTANE-PROPANE News 





.. Maherelil Splr1t 


To old friends and new friends we send a mes- 
sage of happiness and good cheer at this Holiday 
Season. 


Your loyalty and support made 1957 a happy 
year for us. We sincerely hope we helped to 
make it a pleasant and successful year for you 

. and we look forward to continued cordial 
relations during 1958. 


Sid Richardson 


GASOLINE CO. 


629 FORT WORTH CLUB BUILDING ° FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


HM. JONES MARVIN L. DOSS H. L. SCHMIDLEY WILLIAM T. CARL 
S123 WO. MEW JERSEY 3310 SYCAMORE 869 ST. PAUL AVE 3105 DEWEY 
INDIAMAPOLIS, IMDIAWA MIDLAND, TEXAS ST. PAUL, MINMESOTA OMAHA, HEBRASHA 
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he does more, he deserves more 
money and the company can afford 
to pay him more. If he does less, he 
deserves less pay and the company 
cannot afford to pay him as much. 
Once the objectives are outlined. 
the question arise what type of 


compensation plan will best 


meet 
these objectives ? A good compensa- 


tion plan will aim at meeting all of 
the objectives set forth by the com- 
pany while at the same time it: 

1. Places the sales emphasis ac- 
cording to the kind of job the 
company wants it alesmen 

to do, and 

Recognizes the special condi- 
tions peculiar to the company 
How can a compensation plan be 

devised that places sales emphasis 
according to the kind of job the 
company wants done? One sugge 
tion is to write out the ideal sale 
job——the job that would meet all of 
the objectives set forth. From the 
ideal job outline, decide which of 
the activities can be 


These 


through compensation 


measured 


activities can be controlled 


Ideal sales job 
Let’s look at an ideal job outline 
LPG 


This is the ideal—not necessarily 


for an appliance salesman 


What any one salesman will or can 
actually do. And, of course, the 
ideal will vary with the part of the 
country and the dealership 
The ideal L. P. gas 
alesman should 
1. Sell $50,000 


appliance 

worth of appli 

ances In one year to present 
customers 

Sell $15,000 worth of appli 

ances in one year to new cu 

tomers, 

Sell high profit top quality ap 

pliances, 

Sell a full line of appliance 

Sell appliances at list prices 

Allow a minimum trade-in al 

lowance, 

Add to the prospect list 

Make six calls per day 

Put on individual demonstra 

tions at prospects’ homes. 

Bring prospects into the show 

room, 

Arrange and put on group 
demonstrations at clubs, homes, 
schools, ete 

12. Promote the 


LPG at service clubs, ete 


dealership and 


Spend one day per week on the 
sales floor. 
Do missionary work contacting 
contractors and architects. 
Keep sales costs low. 
Make full and accurate reports 
on all contacts. 
Call on customers to adjust 
minor complaints. 
Have a minimum of returned 
appliances. 
Get cash with as many sales as 
possible. 
Collect past due accounts. 
Become prominent in the com- 
munity. 
Maintain top relations with all 
contacts. 
Bring new ideas for sales meth- 
ods, appliances, etc., to the at- 
tention of the sales manager or 
dealer, 
24. Arrange the next day’s calls 
the night before. 


Plan the work day so that ef- 
fort will result in the greatest 
productivity 

Keep up to date on all company 
and competitive products. 
Keep up to date on the LPG in- 
dustry 

Keep up to date on competitive 
industries. 

Keep up to date on all company 
and competitive policies. 

Keep up to date on latest sales 
methods and techniques. 

Help plan and put on company 
exhibits and shows. 

Get along well with all company 
personnel, 

An exhaustive list, but one that 
is not impossible to achieve in a 
salesman who is properly selected, 
properly trained, and properly paid. 

There are other factors to be con- 


sidered in addition to the job the 
dealer wants done when deciding 
on a pay plan. Besides considering 
various pay plans in relation to the 
ideal job, such intangibles as diffi- 
culties that will be encountered by 
the salesman, the market, competi- 
tion, economic conditions, the 
amount of advertising done, and 
financial requirements of salesmen 
must all be kept in mind. 


Methods of paying salesmen 
Salesmen can be paid by a salary, 

together 

with a salary and/or commission, 


a commission, a_ bonus 
or by any one of several dozen com- 


binations of salary, commission, 
and bonus. The objectives set, the 
job the dealership wants done, and 
the job difficulties involved should 
determine which method of sales 
compensation is used. Each method 
has certain advantages and disad- 
vantages. Combination plans are 
aimed at getting as many of the 
advantages and doing away with 
as many of the disadvantages as 
possible. The proper combination 
will be the one that best helps the 


dealership accomplish its objectives. 


Straight salary 

Every discussion of sales com- 
pensation begins with a discussion 
of straight salary as though it were 
an actual consideration and then 
proceeds to blast the idea out of the 
reader’s mind. And this is right. 
Again, it depends on the objectives 

and some firms pay salesmen a 
straight salary and are justified in 
doing so for their purposes—but in 
the main, straight salary and sales 
compensation are not compatible. 
Commissions and bonuses are used 
in many cases to pay non-sales 
personnel, but they were made to 
order for compensation of salesmen 
and so should be used. 

A straight salary is no more or 
less than the payment of a fixed 
amount per week or per month. It 
Chief ad- 
vantage is that the company can 


does have advantages. 


exercise complete control over the 
salesman’s activities. He is paid a 
certain amount regardless of how 
much he sells or does not sell, so he 
will do whatever else the company 
wants him to do. Other advantages 
include the encouragement of mis- 
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“Looking for more 
. sales and profits?” 


You can boost those slumping warm 
weather sales with these DAL-WORTH 
units designed to make the switch to com- 
plete LP Gas farm operation more conven- 
ient ... more economical. 


DAL-WORTH portable LP gas tanks elim- 
inate the loss of time for moving lumbering 
equipment to a refueling point. The 2-wheel 
unit can be in place and equipment refueled 
in a matter of minutes. 

The 4-wheel anhydrous ammonia tank 
offers the additional feature of quick conver- 
sion to a simple trailer unit for miscellaneous 
hauling. 





You can sell these units with the assurance 2-Wheel Portable Refueling Units. Available 
that your customer is getting the finest in 250-gallon and 500-gallon capacities. 
equipment money can buy ... backed by 

over a quarter century of experience and the 

DAL -WORTH “CERTIFIED CON- 

STRUCTION” SEAL. 


Whatever your needs . . . on the ground, 
on skids, or on wheels . . . you'll do best 
to come to DAL-WORTH! 


; Dispensing 
Transport and Delivery 33 a] Units 


7 System, “aoe ee fe 
Skid and Storage 4-Wheel Portable Anhydrous Ammonia 


Send for Dal-Worth’s newest catalog of e Tanks. 500-gallon and 1000-gallon Capacities. 
quality engineered LP gas and anhy- 


drous ammonia tanks ..» the coupon is DAL-WORTH TANK COMPANY 
for your convenience. - atl 
BOX 818, GRAND PRAIRIE, TEXAS 


Gentlemen: 


Please rush us your latest catalog describing 
DAL = WORT a TAN 4 DAL-WORTH’S “Certified Construction” tanks. 
COMPANY vemeiaied 
Att’n: Title 


East Highway 80 P. O. Box 818 Address 


1 
Grand Prairie, Texas 
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Paycheck ...The compensation plan can 
make or break the sales program 





sionary work, loyalty to the com 
pany, more accurate reports, coop 
eration between salesmen, assur 
ance of a regular income for the 
salesman, and a straight salary is 
easy to compute with a minimum of 
bookkeeping 

Disadvantages of a straight sal 
ary include the lack of incentive to 
increase sales, necessity of periodic 
discussions over increases in salary, 
the placing of al) of the risk for a 
new man on the employer, difficulty 
of payment according to ability, 
and the fact that sales costs and 
salesman income do not fluctuate 
with the times 

The chief 


straight salary is, of course, the 


argument against 
lack of incentive. The salesman may 
realize that the salary will stop al 
together if he does not do some 
selling, but he has no real induce 
ment to do aggressive selling. He 
becomes an order take 

How most sales organizations 


feel about traight salary was 


hown in a recent survey which 
pointed out that 72 per cent of the 
firms surveyed pay salesmen a com 
mission and/or a bonus instead of 
Total 


compensation on the average was 


or in addition to a salary 
higher with a small salary plus a 
commission or bonus than with a 
high salary only 


Straight commission 


A straight percentage of sales is 
a common method of paying sales 
men in the appliance field. The man 
makes money only when he actual! 
ly makes a sale. For strict incen 
tive, this plan cannot be beaten 
The man has to sell to eat. An in 
centive plan also lets a man make 
as much money as he can, 80 oppor 
tunity is unlimited. Paying an in 
centive provides sufficient cause foi 
more and better work 

Advantages of a straight com 
mission are numerous. The sales 
man is paid only on results, so he 
works harder. There is no risk to 
the employer because there is no 


cost except when a sale is made. A 
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company with limited capital—one 
which could not afford to add a 
salesman to the payroll—can get 
the use of a salesman. There is an 
emphasis on “getting the order to- 
day.” There is a strong incentive 
to not only sell but to increase 
sales. A straight commission plan 
attracts able salesmen who are con- 
fident of their abilities. Operation 
of the pay plan is simple and there 
can be no arguments. 

But, a 


plan has disadvantages. Because of 


straight compensation 


the emphasis on making the sale, 


sales might be made at the sacrifice 
of goodwill, Control of salesmen by 
the sales manager or dealer is weak 
because the salesman’s time must 
be his own. The dealership-sales- 
man relationship is more distant. 
There is little cooperation between 
Most effort will be put in 


on appliances which are easiest to 


salesmen 


sell and these are often the least 
profitable. Price cutting and large 
When 


commissions decline, morale is low 


trade-in allowances result. 


and turnover may be high. And the 
salesman’s income is irregular, tak- 
ing away his sense of security. 
Probably the most important ob- 
jections to this plan are the ten- 
dencies to oversell, to lose dealer 
goodwill, and to sell appliances 
which are easiest to sell and there- 
fore usually less profitable. The 
plan is therefore usually used 
where sales resistance is high and 
maximum incentive is necessary. 
A straight 
should not be used to shift responsi- 


commission plan 


bility for sales from the dealership 
A strong overall 
sales program as outlined in num- 


to the salesman. 


ber one of this series is still neces- 


sary 


The commission rate is usually 
calculated on the basis of the per- 
centage of selling expense the deal- 
er can accept and still make a 
proper profit and on the income 
that a salesman would receive by 
selling the expected volume. A com- 
mon straight commission figure is 
15 per cent. 

Sliding commissions are becom- 
ing popular. This provides for a 
certain percent commission based 
on net sales of up to a set amount, 
then the percentage increases for 
sales above that amount. There 
might be several levels of sales and 
several percentage increases. For 
example, 10 per cent commission 
might be paid on the first $1000 of 
net sales, 12 per cent on the next 
$2000, and 15 per cent on all sales 
over that. Sliding commissions of- 
fer a real incentive since the more 
the man sells, the greater the per- 
centage he makes. 

A group or item commission 
gives the dealer control over the 
items sold. With such a plan, a dif- 
ferent sized commission is paid for 
each type or line of appliance. The 
higher commissions are paid for 
the appliances the dealer wants 
most to sell. This gives the sales 
man an incentive to sell the most 
profitable items, for example. A 
salesman might receive a certain 
percentage for selling ranges, a dif- 
ferent percentage for selling water 
heaters, and a third percentage for 
selling dryers or incinerators. Or 
he might receive one percentage for 
selling the standard line of ranges 
and a higher percentage for selling 
the CP models 


Salary plus commission 


Most popular of all sales com- 
pensation plans today is reported 
to be a combination of salary and 
commission. This gives most of the 
advantages of a straight salary, 
plus most of the advantages of a 
straight commission, and at the 
same time does away with many of 
the disadvantages of both plans. It 
gives the dealer some control over 
the salesman, yet carries incentive. 
It is an excellent compromise. 

Most 
plans offer a relatively small base 


salary plus commission 


salary plus a commission on all 
sales. The average income of a 
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PrEST-O-LITE 100-Ib. Cylinder for LP-Gas 


This is it! A new, 100-Ib. Prest-O-Lite Cylinder 
for LP-Gas that is priced substantially lower than 
other cylinders, yet has all the safety features of 
the deluxe type Prest-O-Lire Cylinders. 

Now, you can take your choice of three PrREsT-O- 
Litk Cylinders. The new P-100-N offers you top 
quality at a lower cost. The P-100-W, with the wide 
flange, is the finest LP-Gas cylinder on the market 
today. And if you prefer a cylinder with a head- 
ring, the P-100-R is your answer. 

Here are some of the features you get when you 


buy any Prest-O-Live Cylinder 


CYLINDER MARKINGS CAN’T WEAKEN CYLIN- 
DER WALLS —Wide flange on the P-100-W aecom- 
modates all markings. On the P-100-R, the head- 
And on the P-100-N 
precision Imprinting provide s complete safety. 

SINGILE-SEAM, TWO-PIECE DESIGN — Shells are 


joined by automatic UNIONMELT Welding for max- 


ring contains the markings i 


imum durability and safety. Continuously welded 
footring gives strength without unwanted weight. 
AMPLE VENTS AND DRAINAGE HOLES 


prevent accumulation of water beneath evlinder. 


| hese 


Asphalt-base undercoat protects from moisture, 


Contact your nearest LINDE oflice now for details and 
prices. LINDE COMPANY, Division of Union Carbide Cor- 
poration, 30 Kast 42nd Street, New York 17, N. Y. Offices 


in other principal cities. In Canada: Linde Company, 


: UNION 
inde CARBIDE 


Division of Union Carbide Canada Limited. 


The terms “Linde,” “Prest-O-Lite,” “Unionmelt,” and “Union Carbide” are registered trade-marks of Union Carbide Corporation. 


DECEMBER, 1957 





SSSSSSSSS 


alesman from this type of plan i 


, 


4 per cent from salary and 75 per 
cent from commission 

A variation of this type of plan 
is a good salary plus a small pe 


centage commission which = goe 


into a pool. (This plan is used 


where there is more than one sales 
man The dealer takes out of the 
pool trade-in allowances plus any 
price cuts or special inducements 
At the end of the month, the pool 
is divided among the salesmen on 


the basis of their relative volume 


Drawing account plus 
commission 


In wide use j traight com 
mission plan with a drawing ac 
count, The salesman is allowed t 
draw a fixed amount every week o) 
month and this amount i sub 
tracted from his final commission 
payment. For example, the sale: 
man gets a check every month for 
$400. This enables him to be as 
ured of a certain steady income. It 
his commission at the end of the 
month is $650, he gets an extra 
check for $250. 

The greatest problem with this 
method — of 


compensation arise 


when a salesman’s commissions for 
He then 
owes the company $50 if he drew 
$400 


the month total only $350 


This is not too bad if it hap- 
pens once in a while and he makes 
it up the following month, but it 
vets bad if he gets too far in debt. 
Some experts say that an employer 
hould have a written contract with 
salesmen who are paid in this man 
ner 80 as not to get stuck by a man 
leaving the job while owing money. 
In any event, bad situations can 
arise and too, considerable book- 
keeping is involved 

To get around difficulties, some 
firms set a maximum to the amount 
that can be drawn. After a sales 
man is $200 in the hole for ex- 
ample, he can draw no more until 
he makes it up. Some companies 
have the men sign a note for the 
umount of the draw. Some firms 
allow a good-sized draw at the be 
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ginning of a salesman’s employ- 
ment—to carry him through the 
then 


steadily decrease the draw but in- 


training and break-in period 
crease the commission percentage. 


(Guarantee plus commission 
Where a guarantee plus a com- 
mission is offered, the salesman’s 
pay is figured as a straight com- 
mission but he is guaranteed a 
certain base amount of money per 
week or per month regardless of 
how much he earns through com- 
mission sale If the guarantee is 
$400 per month, for example, the 
salesman will always get at least 
that amount. If his commissions 
total $650 for the month, he will 
get $650, which is more than the 
$400 guarantee. If he earns through 
commissions only $350, he still gets 
$400. In effect, the dealership guar- 
antees that the man will earn at 
least $400 and makes good on it if 
it is not earned. It is, therefore, 
omewhat like a salary plus com- 
mission and carries the same ad- 
sales 


vantages. The manager or 


dealer must make certain of the 
market’s potential and have con- 
fidence in the salesman before en- 
tering into this type of pay plan. 


Everyone likes a bonus 

A bonus 
thing extra 
that. 


a salary, a commission, or a salary 


usually implies some- 
and it should be just 
It can be used together with 
and a commission. Since it is an 
extra reward, a bonus is used to 
get something extra out of the 
salesmen. It is therefore an excel- 
lent means of stimulating incentive 
and of controlling the salesmen’s 
actions. 

A bonus might be given for sell- 
ing a certain volume of appliances, 
for selling harder-to-sell appliances, 
for selling high profit appliances, 
for increasing sales volume, for 
gaining new accounts, for increas- 
ing the number of sales calls, for 
doing missionary work, for putting 
on demonstrations, for bringing in 
new ideas, for selling at the list 


price, or for bringing in cash with 
orders. 

But to be effective, it should be 
something over and above the regu- 
lar payment plan—not a part of it. 

Where a bonus is 


incentive to sell a certain volume 


used as an 


of appliances, it is necessary to set 
a quota. The bonus is then based 
on a percentage of the sales made 
over that quota. For example, a 
salesman might 
$50,000 per year. His salary and 
commission or straight commission, 


have a quota of 


whichever plan is used, will work 
the same, bonus or not. But, in ad- 
dition, the bonus might be set so 
as to give him an extra 5 per cent 
of all sales over the $50,000 quota. 
This gives him a strong incentive 
to pass that mark. Or, a bonus 
might be based on 2 per cent of 
sales over 75 per cent of the quota, 
3 per cent of sales over 85 per cent, 
etc. Quotas can be based on either 
net profit or total sales. 

Naturally, quotas must be fair. 
They must be possible to reach if 
the salesman puts in some extra 
effort. The bonus is usually based 
on an annual quota, but semi-an- 
nual bonuses put the goal closer 
and make the final extra payment 
seem more real. 

Where a bonus for selling certain 
products is used, a bonus of 2 per 
cent might be given for selling a 
harder-to-sell item like a clothes 
dryer or for selling a higher profit 
item like a CP range. 

Some firms pay a bonus on total 
company rather 
individual salesman 


than on 
achievement. 
This brings salesmen closer to the 
management motive and gives them 


profits 


incentive to increase sales volume, 


increase volume on _ high 


items, and decrease costs. 


profit 
It also 
gives the sales staff a spirit of 
cooperation. The drawback, of 
course, is that salesmen are penal- 
ized for costs which are out of 
their hands. 

The bonus is obviously complete- 
ly flexible and loaded with advan- 
tages. 
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LONG | 
on promisés? 


TEXACO LP —Gas Distributors have no supply problem. 








They have a constant source of supply with on-time deliveries! 


call or write TEXACO today... 


The Texas Company — the only petroleum company that has successfully 
built up distribution of its quality products in all 48 states — is one of the 
largest producers of LP-Gas. 


The same sound and profitable sales policies apply. Distributors are assured 
of (1) a product of highest quality (2) dependable supplies and efficient 
delivery service. Texaco markets only through independent Distributors; 
does not operate outlets of its own. 


Texaco LP-Gas is produced in 25 strategically located areas and is 

delivered in a brand new fleet of tank cars. 

Present distributors find Texaco LP-Gas has immediate acceptance ince this 
product bears the famous, nationally known trade-mark, Texaco, and matches 
the quality of such other well-known Texaco products as Sky Chief Supreme 
and Fire Chief Gasolines, Havoline Motor Oil, Marfak, and many others 

You can build a sound and profitable business with Texaco LP-Gas. 

Let us tell you how. 


The Texas Company, LPG Sales Division, P. O. Box 2420. Philtower Building, Tulsa 2, 
Oklahoma, DIamond 3-4101. — 929 South Broadway, Los Angeles 15, California, TRinity 9271. 
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Qne method of using a 
plan to control several functions is 


bonus 


to use a point system. A certain 
number of points might be given 
for such things as every dollar’s 
worth of appliances sold, for selling 
certain items, for replacing an elec 
tric appliance with en LPG unit, 
for making a call, ete. Then the 
bonus is paid entirely on 
Each 


many cents. Penalty points can also 


point 


earned point is worth so 
be used with points subtracted for 
a returned appliance, for a trade 
in, for a complaint, ete. The point 
system makes for a_ well-rounded 
selling job, but it requires a good 
amount of bookkeeping and must be 


carefully worked out 


Other compensation 
LPG 
dealershi,s are beginning to use ad 


An increasing number o 


forms of 
These 
group 


ditional compensating 


salesmen include retirement 
plans; insurance for life, 
health, 


dent; educational aid; and loans 


hospitalization, and = acci 


Vacations with pay are usual for 
salaried salesmen or for partially 
salaried salesmen. Where a man is 
on straight commission, however, 
the vacation is on him. Many firms 
do pay a salesman on vacation his 
regular commission on any sale 
that come in by themselves from his 
area. Where a drawing account i 
involved, the draw is kept up while 


the man is on vacation 


Expenses are something that 
should be understood by both sales 
man and dealer before the salesman 
goes out into the field In some 
cases, the salesman pays all of his 
own expenses. In other cases, the 
firm pays the expenses. If the jatter 
policy is followed, a sound unde 
which 


standing of expenses are 
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“legal” should be had. Greatest ex- 
pense for an LPG salesman is trans- 
portation. If the dealer provides 
the automobile, the matter is solved. 
If the salesman uses his own auto- 
mobile, payment is usually based on 
mileage. The current figure is 8 
cents per mile, but 9 cents is be- 
coming increasingly popular. These 
rates are based on gasoline-powered 
automobiles, however. The dealer 
might convert the salesman’s car 
and give him the LPG. 

withhold a_ fixed 
amount each month from the sales- 
man’s compensation as automobile 
depreciation when the salesman 
uses his own car. This is computed 


Some firms 


so that the salesman can buy him- 
self a new car every three years. 


Naturally, if he leaves, the money 
in the withholding account is his. 


Esso’s experience 

Esso Standard Oil Co., Ohio, op- 
erates a group of LPG dealerships 
and pays its salesmen in several 
ways. Three salesmen are on a 
straight 15 per cent commission and 
all are earning a comfortable sal 
ary. The others are on a small 
guaranteed salary plus a. sliding 
commission of 5 per cent of the first 
$1000, 8 per cent of the next $1500, 
and 10 per cent of all over $2500. 
Several of these men are earning 
approximately $8000 per year. 


Using the plan 
Once the sales compensation plan 
is outlined, it should be checked to 


make certain it is fair to both the 

employer and the employee. This 

can be done by checking it against 
these six points: 

1. Does it provide stability of 
earnings? 

2. Does it allow management to 
control the salesman’s activi- 
ties? 

3. Is there an incentive for the 
salesman to sell? 

4. Is it flexible? Will it adjust 
to selling conditions, particu- 
lar salesmen, products, and 
areas? 

5. Will it be simple to administer 

and to understand? 

6. Will the compensation earned 
be competitive to what sales- 

working for 
competitors or similar firms? 

If the dealership is a branch op- 
eration, it is a good idea to try out 


men can earn 


the new pay plan at one branch or 
in one area. 

The salesmen, if already hired, 
should be consulted on any new 
plans in order to get their views 
and to let them know they had a 
part in planning the pay method. 
When it is installed, 
should get a full explanation of its 
benefits. 


salesmen 


The sales compensation plan, like 
any plan, must be reviewed period- 
ically in light of changed condi- 
tions. 

The pay check is important to 
every man. The method by which 
it is computed for compensating 
salesmen can work for the L. P. gas 


dealer—or against him. = 





Questions for study and discussion 


1. What objectives are reached by your dealership’s present plan 


for compensating salesmen? 


reach through your salesmen? 


job as listed in this article? 


What objectives would you like to 


2. How close do your salesmen come to performing the “ideal” sales 
Could more of the ‘ideals be met by 


changing your present pay plan? 


4. Does your present pay plan provide any great disadvantages? 


Can these be eased or done away with completely through altera- 


tion of the present pay plan? 


1. Are you presently able to attract and hold the type of salesmen 


you would really like? 
blame? 


Could your plan of compensation be to 


5. If your dealership has no sales compensation plan at present, 


what type of plan would be best for your conditions when you 


are ready for one? 
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The current trend of LPG dealers 
to demand bigger payloads, for 
the corresponding added profits 
in hauls, is causing truck tank 
manufacturers to redesign their 
lines. Now, Trinity Steel Company 
announces the latest big develop- 


ment... 





New Trinity Steel Co. Model 204 Special T-1 single blimp truck, showing the compact design 


of working areas and blimp tank 


NEW 3000 WG PAYLOAD TRUCK TANK... 


Less than 25,000 pounds loaded weight! 


ayload has become the most im 

portant word in the vocabulary 
of today’s modern LPG dealer. With 
the strict limitations on total loaded 
weight imposed by most states, the 
importance of getting more gas pay 
load and less dead steel weight has 
become magnified. Actually, hauling 
more gas per load is one of the few 
remaining methods left for the dealer 
in his fight to keep profits ahead of 
rapidly rising labor and equipment 


costs. 
How do you increase payload? 
There are three basic methods to 
increase payload: 
%& Improve truck tank design. 
*% Reduce chassis weight 
* Use lighter weight steel in the 
tank. 


The engineering staff at Trinity Steel 
balanced every detail of the truck tank 


to find a more compact arrangement 


of parts. Hose, fittings, plumbing 
skirting, storage compartments all 
received careful study. Close cooper 
ation with the chassis manufacturers 
produced a lighter weight chassis 
Most important of all, Trinity used 
their experience and know-how with 
the amazing 105,000 4 tensile strength 
T-1 steel to best advantage. Light 
weight T-1 is truly the most outstand 
ing development of the steel industry 
in years 

Through a combination of new de 
sign, reduced chassis weight and use 
* T-1 steel, Trinity has produced a 
3,000 WG truck tank that weighs le 
than 25,0004 loaded, the largest pay 
load unit ever built with 18,000 # max 


imum on single rear axle 


How do you figure payload 
profits? 


Let's say that your net profit iverages 
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STANDARD A-202 STEEL A 


3000 WG 
PAYLOAD 


nl 
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25,0008 -— 
NEW T.1 STEEL 





5¢ per gallon. Also, let’s say that your 
itate’s legal maximum is 25,0004, with 
18,0004 rear axle. With this loaded 
weight, a standard A-202 steel tank 
will hold approximately 2,650 WG 
Trinity's new Model 204 Special I-] 
tank holds 3,000 WG, or 350 WG 
more payload! You thus haul $15.75 
more profit per load (90% of Extra 
WG Suppose that you haul two 
loads per day In less than three 
months, you will have gained back 
more than the extra cost of the T-1 
over the standard A-202 from this 
point on profits are clear sailing for 
the life of the truck! 


Outstanding Guarantee Offered 
by Trinity 

lrinity Steel Co guarantees in exce 
of 50 GPM pumping speed with 
vapor returt hose and the new Trinity 
Design Plumbing, through conven 
tional 1%” filler valves! It is believed 
that this guarantee is the first suc h one 
to be offered, and demonstrates Trin 
ity's faith in the effectiveness of thei 
Model 204 Special T-! Blimp Truck 
Tanks 

Advertisement Trinity Steel Compar 4001 


Irving Blvd Dallas, Texas Phone [ j61) 





AN EMPLOTEE 
TRAINING AID 


4 Don't Just 


tell 


your prospect — 


SHOW HER 


By CARL ABELL 
Editor 


YONFUCIUS probably did not 
( 4 have selling in mind when he 
made what has now come to be his 
most quoted statement, “One pic- 
ture is worth ten thousand words.” 
If he had, he would probably have 
continued, “but one live demonstra- 
tion is worth a great many pic- 
tures.”’ 

Following on the heels of so 
much discussion of the importance 
things, the 
above may sound a little odd. Let’s 


of saying the right 


yo back to the fundamentals of 
human nature, and put these ele- 
ments of the sales presentation in 
Remember that 
the average person takes in more 


their proper places 


information through the eye than 
through all the other four senses. 
And we are all more inclined to 
believe what we see than what we 
hear. We do not 


always under- 
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making clothes dryer sales. It 
frequently overlooked in 


selling 
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Whether she comes to the showroom or the dryer goes into her 


home for demonstration, actual use of the appliance will let the 


prospect sell herself. 


stand what we see, and in this case 
words are needed for explanation. 
If what we see is not understood, 
what good has it done us to see? 
And aren’t there occasions when 
the seeing will be more clearly 
understood if we are told what to 
expect? 


Pictures are important, but... 


Words alone can never be as 
effective as a combination of words, 
pictures, and live demonstrations. 
In selling they add up to the quick- 
est and surest way to create belief, 
desire and the willingness to buy. 
No good appliance salesman ever 
allows himself to be caught with- 
out a supply of pictures of his 
products. In some cases original 
photographs have advantages over 
printed reproductions—being more 
brilliant, they give a clearer im- 


pression of the appearance of the 
porcelain enamel and chrome fin- 
ish. In other cases, notably in 
showing the details of selling fea- 
tures, printed reproductions, if 
they include clear and concise ex- 
planatory material, are more effec- 
tive than original photographs. But 
no matter what picture material is 
available, the most effective visual 
sales material is always the con- 
nected-up appliances themselves. 
Not having these available for 
making “live’ demonstrations is 
just asking for the needless loss of 
sales, 

The greatest value of the live 
demonstrations is their ability to 
create conclusive and lasting favor- 
able impressions. This has long 
been recognized in connection with 
selling ranges and refrigerators. 
It is coming to be recognized in 
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note in the otherwise immaculate 
display. Instead of being in a com- 


cases people who came to the show- 
room to see other appliances be- 
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-.omore 
quality proved 





These Carbon Steel Valves are especially 
made for Oil Refineries to be used in 
connection with the manufacture of L. P 
Gas and where steel valves are necessary 












and demanded. Furnished with special 
packing and composition disc 


Fig. 86196—Steel ‘LPG’ Swing 
Check Valve for 400 W. 0. G. 


Fig. 86191—Steel “LPG’’ Angle 
Valve for 400 W.0.G 


Fig. 86190 Steel “LPG’’ Gloor 
Valve for 400 W.0.G 





for dependable flow control 


Consult your Powell Valve distributor for full facts about quality proved bronze, iron, steel and 


corrosion-resistant valves. For every flow control problem—there is a Powell Valve to solve it. 


THE WM. POWELL COMPANY, CINCINNATI 22, OM10... 111th VEAR 


DECEMBER, 1957 5 I 











AAT =f FAs ere A Aas 


making clothes dryer sales. It is 
frequently overlooked in selling 
space heating equipment. True, it 
is more difficult to do with space 
heaters than with ranges or dry- 
ers, but it is not impossible. Many 
space heaters have special features 
such as thermostatic control, the 
“warm floor circulation” feature, 
venting without a vertical stack, 
and many other features for which 
special advantages can he claimed, 
and around which effective demon- 
strations can be arranged. 


Heater demonstration 


One of the most effective heater 
demonstrations that has come to 
the attention of the writer was a 
wall panel heater display created 
by Dick Thuneman at the Oakford 
Gas Co., Ramona, Calif. This was 
a reverse flow circulating job that 
stood in the middle of the show- 
room floor between the entrance 
door and the office counter. It was 


a rough installation—the only raw 





note in the otherwise immaculate 
display. Instead of being in a com- 
pleted section of wall it was held 
in a frame of exposed studding, 
with the vent installed just as it 
would be in a finished job. It was 
kept in operation throughout the 
year except during the midsummer 
months, and it could be turned on 
long enough to give a demonstra- 
tion even on the hottest day. 
Since everything about the in- 
stallation was visible it demon- 
strated the entire sales story 
simplicity and economy of installa- 
tion, method of venting, thermo- 
static control, circulation in at the 
top and out at floor level, quietness 
of operation. It was more than a 
demonstrator—it was also a moat 
effective sales promotion piece. 
Every visitor who came to the 
counter passed directly before it, 
and during the months that it was 
in operation each visitor was aware 
of the stream of warm air that 
came out into the room. In many 
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cases people who came to the show- 
room to see other appliances be- 
came interested in the panel heater 
and bought them either then or 
later. 


Product differences 


But to come back to the reasons 
for demonstrators and the tech- 
niques of using them most effec- 
tively — all competitive selling is 
based on exploiting the differences 
between the product that you sell 
and those offered by competitors. 
Creative selling—the introduction 
of a type of product that is totally 
new to the customer, is based on 
the benefits that will be obtained 
from the use of that product. How 
does the prospect know that your 
competitive product is better, or 
that your new type product will 
deliver the elements of better liv- 
ing that you promise? He or she 
is not likely to put out good hard 
cash on the strength of your un- 
supported claims. 





Suggested Program for Sales Training Meeting No. 4 


The art of giving good demonstrations, like the art 


is the order in 


which the comments on the demon- 








of acting in a play, is something that can only be 
learned by practice. Each salesman on the staff should, 
in the course of time, perfect his technique in demon- 
‘trating every appliance. This requires practice, and 
a good way to get the practice without losing sales is 
to give the demonstration before the sales staff. In 
this way the salesman has the benefit of interested 
coaching, The men will rib each other, of course, but 
they will also help each other. 

The salesmen should know in advance that they will 
be expected to be ready to give these practice demon- 
strations, but they should not be told who will be 
called on for the first show. As preparation, each 
should) have the manufacturer’s” sales training 
literature several days in advance on the particular 
appliance that will be demonstrated. 

With one salesman demonstrating and another 
playing the part of the prospect, the entire group 
should watch the show carefully to see which portions 
were good, and which phases need improvement. A 
“play by play” discussion should follow, taking the 
features in the order in which the demonstrator 
introduced them. (Someone should take notes so this 
order can be followed in the discussion.) 

The discussion can be very helpful to everybody if 
the proper procedure is followed, and this is the 
responsibility of the leader of the meeting. If allowed 
to get out of hand, the criticism can be damaging to 
the ego and sales efficiency of the demonstrator. This 


stration of each feature should be discussed: 
1—What did he do that was good? 
2—What details should be improved? 
3—How would you improve it? 

Anyone who thinks he can do that part of the 
demonstration better should, of course, get up and 
prove it. And he should know in advance that he will 
be subject to the same analysis that was given the 
previous demonstrator. 

With several salesmen on the staff it will not be 
possible for all to give a complete demonstration in 
this meeting. There’s nothing wrong with holding 
frequent short meetings for the purpose of practice, 
or the sales manager could put a salesman through his 
paces now and then when he is on the floor and there 
are no prospects on hand. 

In each case the demonstration should be watched 
for completeness, putting the prospect in the picture, 
use of vivid or glamorous phrases, conversational 
quality, smooth transition from one phase to another, 
getting the most out of each feature shown, and 
questions to check progress. 

Later in this series we will take up sales techniques 
for each of the major appliances. Effective demonstra- 
tions will be a part of each article, but in the mean- 
time full advantage should be taken of practice 
sessions based on the sales material put out by the 
manufacturers of the appliances that your company 
handles, 
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LOOK TO DAYBROOK 





... For the New Power Loader Method of Handling Tanks! 











Trucks for transporting LP-gas tanks do more work 
with savings in time and manpower when equipped 
with 100% hydraulically operated Daybrook- 
Woodside Speedlift Power Loaders. 

From storage to the point of use, the problem 
of loading, unloading and locating heavy, bulky 
steel tanks is eliminated . . . making a one-man 
operation anywhere a truck or semi-trailer can go. 
The Power Loader is always with the truck, ready 
to operate . . . saves valuable time. 

The Power Loader is rugged, sturdy, reliable. . . 


SEND DAYBROOK LITERATURE CHECKED BELOW: 


oS 





POWER LOADER POWER GATE DUMP BODY HOIST 


Sign below, attach coupon to letterhead and mail in envelope. 
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handling capacities up to 4,000 pounds. It requires 
only 20 inches of space for mounting behind the 
cab. Entire truck or semi-trailer platform is free 
for load carrying. 

With the Daybrook-Woodside Power Loader, 
trucks become more than a means of transportation 

. really a new and proven method of bringing 
increased efficiency to tank delivery operations. 


DAYBROOK HYDRAULIC DIVISION ANC 
L. A. YOUNG SPRING & WIRE CORPORATION 7 WAG 
BOWLING GREEN, OHIO 







her 


own home? 











Any chance of this housewife giving up her demonstrator gas heater after enjoying it in 
Uh, uh! 
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installation 


on 


pros 


of 


a 


These methods have all 


Which you 


Ranyes and refrigerators will 
at the 


demonstration 


ordinarily be demonstrated 


showroom ¢ 


rein a 


trailer. Heating equipment and 


incinerators not be 


It 


to demonstrate them in a 


can always 


demonstrated in the showroom. 
is better 
customer’s home if this is possible, 
because they can be shown in nor 
and the 
of the 
called upon to help make the sale. 

Wate) difficult to 
demon they are con 
the full 
facilities 
But 
this is the appliance which requires 
the A cut 
away the 


does 


mal use experience and 


enthusiasm owner can be 


heaters are 
unless 
kitchen 


appliances and 


trate 


nected in a with 
of 


with which they 


ranye 


will be used. 


demonstration. 
that 


in 


least 


mode] shows con 


struction and ulation al 


most as well as a live demonstra 


tion, 
The clothes 


more 


dryer probably needs 
than 
Some dealers 
up 


SyVs- 


actual demonstration 


any other appliance. 


handle this problem by setting 


a complete domestic laundry 


tem—washer, dryer (or combina- 


tion) and water heater, right in the 


showroom. The prospect is invited 


to do her laundry there under ex 


pert guidance. It can also be dem 


onstrated effectively in a_ trailer 


dealers make arrangements with 
customers in various neighborhoods 
to use their installations for dem- 


It 


onstrating to new prospects. 18 
often possible to make such ar- 
rangements for a small fee per 


demonstration, or for a correspond- 
monthly payment 
bill. 
have found it more effective, when 
first starting to sell dryers, to ask 
the loan of 
dryer, temporarily installed in their 
homes, for a trial period of a few 


ing credit on the 


account or gas Some dealers 


prospects to accept a 


days. (If prospects are properly 
selected, this has resulted in a sales 
score of better than 60 per cent.) 

Whenever the interview indicates 
that 
definite 


a demonstration is desirable, 


arrangements should be 
set up as early as possible in the 
the time 


upon should be as soon as possible. 


discussion, and agreed 
The prospect’s interest may be at 
fever heat now, but it will cool off 
with the passing of time. 

It frequently saves time in com 
pleting the deal if 
wife can be brought to the demon- 
stration but the date 
should too far in the 
future just to include both parties. 


husband and 

together, 
not be set 
Too much can happen to upset the 
deal if it is not completed quickly. 
The ideal time to make the demon- 
tration It may involve 
driving the prospect to the show- 
room, and then back home, or to a 


is at once. 


neighbor’s where arrangements 
have been made to put on the 
show. 


Start with top interest 

From your preliminary conver 
ation with the prospect you should 
of the 
of most interest. 


have a good idea features 
that The 


one that you decide will be of most 


will be 


interest to that particular prospect 


is the one with which you should 
start. If it happens to be the 
thermometer control for roasting 


meats, show her the thermometer 
and the controls, explaining how 
they work, what they do, and the 


way they benefit her and her family 
in their daily life. 

From this starting point you go 
through your entire demonstration, 
as outlined in lesson, 


a previous 


proceeding from feature to feature 
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that can be taken to the prospect’ intil you have covered all of the 
choose will depend on the circum home, connected with her electric sales points, 
stances of your business, and the outlet and yard faucet, and put Sack in the days of World War 
appliance in question through its paces in the yard. Some I] most instruction of recruits in 
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“Wete wreathed in good cheer 
And for all who can hear 

We wish Merry Christmas 
And Happy New Year !" 


RS. Thanks to all Our Customers for a truly Great year ! 


CITIES () SERVICE 


406 W. 34th Street 500 Robert Street 
Kansas City, Missouri St. Paul, Minnesota 


20 N. Wacker Drive 6611 Euclid Avenue 
Chicago, Illinois Cleveland, Ohio 
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handling military equipment was 
They had 
a standard procedure that was ef- 


done by demonstration 


fective because it was based on the 
psychology of learning. The in 
structor divided a complex opera 
tion into steps. He performed all 
the steps in their proper sequence, 
explaining each step and its pur 
Then he 


repeated the steps in slow motion, 


pose as he went along 


and finally at normal speed. Then 
the recruit performed the opera- 
tion. By that time he knew what 
was happening, and was confident 
of his ability to do it 

Let’s make a comparison between 
this and an ordinary sales demon 
tration of anything that involves 
everal elements, like the auto 
matic roast control for example 
Here is the thermometer, which is 
pushed through the meat to its 
center. The roast cooks from the 
outside in, and the coolest part is 
in the middle. When the tip of the 
thermometer comes up to a certain 
temperature, the central portion 
has reached the rare stage. If you 
want it cooked medium, it must be 
brought up to a higher tempera 


ture, and for “well done” it goes 
till higher. You do not have to 
remember what these temperatures 
are. You do not even have to look 
into the oven to check up on the 
temperature, You simply set the 
dial to whatever deyree of done- 
ness you want, and the mechanism 
turns off the oven when that stage 
is reached. The meat should be 
cooked at a precise temperature. 
You do not have to guess. You set 
the oven thermostat to the proper 
cooking temperature, and the oven 
stays exactly that hot while the 
cooking is going on. Nothing is 
left to guesswork. 

Now, suppose the lady has to be 
away from home all afternoon, but 
till wants to serve dinner at the 
reyular time, and it is a big roast 
and will need to be cooked for 
about three hours. She sets the 
oven control clock to turn the oven 
on at quarter to three. It will be 
turned off automatically by the 
thermometer when the roast is 
done, a little before six, All she has 
to do is prepare the roast, put it 
in the oven with the thermometer 
inserted to the middle, set the two 
dials for doneness of the meat and 


cooking temperature, set the clock 
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to the turn-on time, and go get in 
her car. The roast will be ready 
in time for dinner. 

Now, Mrs. Jones, why don’t you 
set these controls and see how easy 
it is to make the range do all the 
work that you have had to do 
personally, and by guess and by 
gosh, all these years? Wouldn't 
that give your family better meals, 
save you a lot of time and work, 
and give you more personal free- 
dom than you have ever enjoyed? 


Go step-by-step 
Many little 
confidence in their ability to under- 


women have very 
stand mechanical or electrical 
equipment. The step-by-step ex- 
planation shows her that the opera- 
tion is easy, and performing the 
steps after the instructor shows 
her that she can do the whole thing 
herself. It also gives her the op- 
portunity to get into the picture 
she can imagine herself cooking 
the perfect roast. The impact is 
heightened by properly timed sug- 
yestions and questions from the 
salesman, along the emotional lines 
discussed in Lesson 1. 

Each of these demonstrations of 
a feature should end with a ques- 
tion from the salesman, to find out 
if the 


feature and realizes its importance 


prospect understands the 
to her 

In this way the salesman can 
check his progress. It tells him 
whether he is through explaining 
know 
when to go on to the next. If he 
failed to put this phase of the 


that feature, so he will 


demonstration over, he knows he 
should study his methods and learn 
to do that part of the job more 
effectively. Getting the right 
answer is his signal to proceed, 
and he has built up one point which 
he can include in his summary at 
the end of the demonstration. It 
also helps to build the affirmative 
mental pattern that he will need 
when he wants a “yes” answer to 
the important question that leads 
to the order. 

It is just as important to develop 
a perfect technique in making each 
phase of the demonstration as it is 
to say the right things in the 
preliminary phases of the inter- 
view. In fact, it is just an exten- 
sion of the same principle. 

To demonstrate successfully, one 





must learn the appliances, feature 
by feature. Not only just how they 
work, but what they accomplish, 
and why their accomplishment is 
of value and importance to the 
user. Then one must know what to 
say and what to do to show that 
feature off to the best advantage. 
A good demonstration is a good 
show. It needs the elements of 
showmanship, but these should not 
be planned just for dramatic im- 
pact. Each element of the demon- 
stration should be planned _ to 
illustrate an idea that is important 
to the completion of the sale. Each 
should give the prospect an im- 
pression or idea that adds to the 
desirability of the appliance. 

manufac- 
turer’s literature or sales training 


In many cases the 
material gives instructions or ideas 
about good demonstration points. 
These should be studied carefully, 
and used as the basis for your own 
demonstrations. Some will be per- 
fect for your use, but in other 
cases you may be able to develop 
improvements for your presenta- 
tion. Other 
may come from many sources. 


demonstration ideas 

One of the best available sources 
for range top demonstrations is 
the booklet called ‘“‘How to Sell 


’ 


More Gas Ranges,” published by 
Harper-Wyman Co., which makes 
the Alltrol center simmer burners. 
It gives the sales points of that 
particular burner, of course, but 
to that is added a series of 12 
demonstrations with the burner 
which add up to a very effective 
With each demonstration 
the booklet includes a selection of 


show. 


suggested clincher sentences. This 
booklet is the result of a great deal 
of marketing 
perience, 


research and ex- 


Much valuable material of this 
kind is also becoming available 
in connection with the thermostatic 
controls for top burners that are 
now making their appearance in a 
number of high quality ranges. 


Getting pointers 

There are a very few outstand- 
ing salesmen who put on terrific 
demonstrations for the benefit of 
industry audiences. You should see 
as many of these as possible, for 
the purpose of adding to your own 
repertoire and perfecting your own 
techniques. One of the greatest 
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FIRST Unit heater to project warm air down, for- 
4 ward, and to the sides. 


FIRST with top-mounted fan and unique “open top” heat 
exchanger. 


FIRST with BOTH concealed fan and completely enclosed 
controls. 


FIRST Unit heater which can be ducted to use 100% out- 


side air for combustion. 


FIRST adapted for group or battery installations of several 
units using same piping, wiring and vent. 


GENERAL GAS LIGHT CO. * Kalamazoo, Michigan 


Originators of Gas Unit Heaters 


MOST ADAPTABLE UNIT HEATER EVER DESIGNED 
fr _ ff q N » ‘ A | : 

} | ] | | ‘ | 

4, | “I g | — 

| ~s | ZN | — 


a 
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Front Front and Bottom Sides and Sides and 
Discharge Bottom Discharge Discharge Bottom Discharge Front Discharge 
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Don't just tell ... Showing advantages 


of gas is the way to beat electricity 





appliance snow that you will 
ever see is the cooking demonstra 
tion that 1 put on by Iu Carl 
Sorby, vice president of the Geo D 
Roper Corp. He is not only an out 
tandiny salesman but also a 


master showman. His demonstra 
tion meal and the patter that goes 
with it covers all the features of 
his range and shows what each will 
do in terms of better meals and 
Many of his trick 


and yvimmicks can be 


better living 
adapted to 
our own personal demonstration 
to result in more signed order 
and |e lost prospects. 

In studying sales literature and 


skilled 


demonstrators you should be pai 


watching the work = of 
ticularly alert to pick up words 
and phrases that ylamorize the 
appliance or one of its components 
Qne of the best 


that has appeared in recent year 


yvlamor phrase 


is “the burner with the brain.” 
Kiverybody knows that burners do 
not have brains, but this phrase 
indicates clearly that the burnet 
has the ability to do many things 
as if it were controlled by a brain 

These 
ability to stimulate the prospect's 


vlamorization have the 


imayination, so they are useful to 
the salesman. They have particu 
larly high value in introducing that 
feature during the sales talk on 
demonstration, But they lose much 
of their potential effectiveness if 
they are not introduced right 

Kor example, let’s say that the 
alesman tells his prospect, “This 
is the burner with the brain.” It 
does not take the little lady by 
torm, She probably says to her 
looks 
dumb. Try it this way: “Do you 


elf, “Oh, yeah,” and just 


know the six ways that this burner 
with the brain will help you to 
Maybe there 


mavbe there are a 


do better cooking?” 
aren't SIX Ways 
dozen. Develop the number that 
you like to use, and tell her all of 
them. The point is, say something 
that will make the unit with the 
ylamorous name sound important, 
and at the same time vet yourself 
an invitation to explain what it will 


do for the prospe t 
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Use these gimmicks to stimulate 
imayination and invite conversa 
tion. There is nothing more boring 
and deadly than a salesman who 
baryes along with a lifeless and 
continuous monologue about his 
product. He may be telling some 
thing that is just terribly inter- 
esting to himself, but he has no 
means of knowing how it is im- 
pressing the customer. And there 
is no record of any prospect who 
was bored into making a purchase. 


Don’t fight the prospect 

Many salesmen spoil their dem- 
onstrations by mentally “fighting” 
their prospects. This is particularly 
likely to happen if she has indi- 
cated that she is interested in a 
competitive make of yas appliance, 
or in its electrical counterpart. She 
comes to you to see how good your 
appliance is—-not to find out how 
bad her judgment was for con- 
sidering the competitive product. 
Her final choice will depend more 
than she will realize on how well 
she likes you. She will not like you 
at all if she feels that you are 
critical of her—-and if you do not 
handle your comparisons properly 
she will feel that in criticising the 
competitive product you are 
criticising her 

Let’s take an example based on 
the prospect’s interest in an elec- 
tric range. You do not say, “‘You 
don’t want an electric range. The 
first cost and the maintenance will 
eat you up. And you can’t control 


the burner heat. Let me show you 


a real burner!” 

How much better it is to show 
her the many advantages of your 
burner before you make the com 
parison with the electric. You have 
things to talk 
infinite adjustment and immediate 


many about—the 
response of your main burner, the 
simmer and holding positions of 
the low flames, the freedom from 
boilovers—-give her the works on 
how yood your burner is before 
you make any comparisons at all. 
She came to you to find out exactly 
that. Accommodate her. Then you 
can tear down the electric story 


if you do it without criticising 
her. 

“IT imagine they told you about 
the seven temperatures on their 
big element, and the five heats in 
takes 
quite a bit of time for an electric 
cooking element to heat up or cool 


their standard burners. It 


off if you want to change tempera- 
tures. As you have seen, with this 
gas burner you can have a 
thousand temperatures if you want 
them, and the change is instantane- 
ous.” You can develop the ad- 
vantages of this, preferably 
briefly. 

Then how about that continuing 
cost? Take out a burner and show 
her how simple it is. Have you 
traded in a very old range 
recently? Can you tell her, truth- 
fully, that it was in daily use for 
24 years, and in that time it never 
required a new burner. And you 
can certainly tell her that there is 
absolutely nothing in this burner 
that will change or become less 
efficient during its lifetime. 

Now let’s make some damaging 
comparisons in a way that will let 
her draw on her own experience 
and recognize her _ intelligence. 
“Mrs. Jones, do you ever have to 
replace burned out light bulbs at 
your house? And have you ever 
had the element of an electric iron 
or a bathroom heater just give up 
and quit?” She has certainly had 
some of those experiences. 

“Mrs. Jones, did you notice when 
you changed those light bulbs that 
the new bulbs gave more light than 
the old ones?” Of course she has. 
Then you can deliver your body 
blow without hurting her feelings. 
“That’s a 


electrical 


characteristic of all 
heating units of any 
kind they lose efficiency with 
time, which is the same as saying 
it costs the same for them to do 
less work. As you know, they 
eventually burn out and must be 
replaced. Top cooking elements on 
an electric range have an average 
life of about four years. The cost 
of replacement will average at 
least $20 per burner. Our competi- 
tor did not tell you, but over its 
lifetime the saving in burner main- 
tenance will completely pay for this 
yas range.” Give her credit for 
intelligence, not ignorance, and you 
have a chance to make the sale 


(Continued on page 110) 
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C. R. Cheatum, owner of Coleman Gas Service Co. in Wichita, says: 


“G-E two-way radio doesn’t cost money—it makes money!” 





**Last winter we delivered from a third to a half more gas in the same num- 
ber of miles driven—thanks to G-E two-way radio,” reports Mr. Cheatum, 


‘And with radio we can give our customers much better service.” 


Radio saves money, makes friends. Cole fashion. Driver overtime has been reduced, 


»- 


man Gas delivers gas to about 3500 customers 


General Electric two-way radio can help you 
out of its three stores. Radio helps a lot-—by re ; | 


, get more out of your equipment. Get all the de 
ducing deadheading, cutting operating expenses e i, 


tails from your General Electric communications 
and keeping customers happy 
consultant, listed under “Radio Communication 

Phone orders from customers are relayed di Equipment” in the Yellow Pages. Or write 


rectly to trucks by radio for prompt service General Llectric Company, Communication 


imergene y orders can be handled in a routine Products Dept Section 51167. Syracuse. N. Y. 


* 


tin The Yellow Pages 


@ | Progress /s Our Most /mportant Product 


aa GENERAL @@ ELECTRIC 
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For further information on items reviewed in 


the convenient post-paid Readers’ Service Cards 


this section use 


on pages 65, 66 





Lighted dial face dispenser 

Ideal for location in unlighted 
Texoil 
new LPG vehicle dispenser with it 


areas is Kquipment Co’ 
own fluorescent lighted dial face 
The newest member of Texoil’ 
dispenser family, Model 1066-BP i 
UL approved and meets all current 
and presently proposed weights and 
measures regulations, according to 
the firm. The self-contained fluore 

cent light makes for easy reading 
of the dial and does away with the 


expense of any additional lighting 


Warm air furnaces 


Trim-Boy 
fired warm air furrsce 


Three additions to it 
line of ga 
are announced by the Coleman ( 
Ine Largest of the three ji iu 
165,000 Btu upflow model. Both up 
flow and down-flow types are offered 


60 


in new models rated at 135,000 Btu. 
The models are designed for effi- 
cient operation with perimeter, con- 
ventional, or small pipe systems in- 
cluding the manufacturer’s 31% in 


blend-air system 


Circle > on Reade Service Card 


Matching clothes dryer 


A gas clothes dryer designed to 
match nationally advertised wash 
being 


offered by Stiglitz Corp. Contribu 


ers In every Way Is now 


ting to the matching effect which so 
many housewives demand are the 
raised, fluorescent-lighted back 
yuard, the steel trim, and the colors 
in modern decor. An 


thermostat 


adjustable 
provides temperature 
ranges from room temperature to 
130° for artificial fabrics, up to 
160° for normal fabrics, and up to 
195° for heavy cottons. 


rcle 3 on Readers’ Service Card 





Portable water heater 


A gas heater which delivers large 
quantities of hot water required in 
general building, paving, ready-mix 
concrete producing and other opera 
tions, has been developed and placed 
on the market by Hauck Manufac 
turing Co. It eliminates need of 
a costly boiler, and can be readily 
moved by a small crew of men. This 
water heater has conical steel coils 
of 1 in. seamless steel tubing and is 
fitted with recirculation to provide 
steady, uninterrupted supply of hot 
water to 190° F. 


Circle 4 on Readers’ Service Card 


LPG commercial fryer 

A strong wedge into the restau 
rant market for LPG dealers is the 
recent approval for L. P. gas by 
AGA of the 14 in. Keating instant 
recovery fryer. Available in a va 
riety of floor and counter models, 
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NEW 1958 CHEVROLET TRUCKS WITH 
NEW HUSTLE! NEW MUSCLE! NEW STYLE! 


Just look at all they offer 

that's new and better...and 
you'll see why these new Chevies 
are the fleetest, sturdiest, 
handsomest dollar-savers yet! 
Meet Chevrolet for '58! 


NEW MEDIUM-DUTY VIKINGS 


Hardy Vikings roll in with nine brand 
new models, offering new cab-to-rear 
axle dimensions for improved semi-trailer, 
dump, stake and van-type operations 
Options available boost GVW ratings all 
the way to 21,000 Ibs. 


NEW LIGHT-DUTY APACHES FAMOUS 6’s OR SHORT-STROKE V8's 


Thrifty Apaches offer three new Step- 
Vans complete with walk-in bodies. With 
high-capacity panels, pickups and four- 
wheel drive models, this expanded light- 
duty lineup has a dollar-saving answer 
to your delivery chores. 


The engine lineup is full of new pep and 
power—whether you choose a 6 famous 
for economy or a high-compression V8. 
Look over Task-Force 58 at your Chevro 
let dealer’s. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


SEE THE LATEST EDITIONS OF THE “BIG WHEEL” IN TRUCKS — 1958 CHEVROLET TASK-FORCE TRUCKS 
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Keep 10% to 20% more profit 


when you sell and install 


EMPIRE FLOOR FURNACES 


It’s not how much you make, it’s how much you keep, 
that determines whether or not a line is profitable. 


Empire dealers keep 10% to 20% more profit because 
Empire Floor Furnaces are 100% wired and assembled 
at the factory. Each unit is thoroughly tested and in- 
spected to insure perfect operation. This means that 
installation costs are 10% to 15% less. Service calls are 
practically eliminated, and service costs are 75% less. 


Selling is easier, too. The Empire floor furnace is quiet. 


i 
HORIZONTAL 


COUNTER FLOW FURNACES 


STOVE 


Belleville « lilinois 


FURNACES 


UP.-FLOW FURNACES 


COMPAN Y 


Each unit is attractively painted, and has a 20 year 
warranty on the combustion chamber. 


Empire dealers can rely on Empire's reputation for 
quality products at competitive prices. Empire is the 
most complete line in the industry. See your Empire 
sales representative and find out how you can make a 
good profit, and keep it. Find out, too, how the Empire 
C. P. Plan can mean more profit for you! 


MEMGER 


Ke 
a! 
CIRCULATOR HEATERS 


a 


WALL RECESSED HEATERS ee) FLOOR FURNACES 
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the 14 in. model of the Trump 
series has an 80,000 Btu input, 
highest of any LPG 14 in. fryer. 
Time of the frying cycle and tem- 
perature of the fat are controlled 
automatically. Reheat time is com 
pletely eliminated. Cost of opera 
tion for restaurant owners is far 
below cost of operating electric 
fryers. Keating will work with LPG 
dealers on a free demonstration 
plan. 


Circle 5 on Readers’ Service Card 





Rotary tube flaring tool 


A tool for accomplishing preci- 
sion tube flaring rapidly has been 
introduced by the Weatherhead Co. 
It has patented built-in rotary 
clamping dies, and handles nine 
sizes, 1/8—3/4 in. Tube-stop auto 
matically controls flaring diameter. 
Other tools and accessories being 
offered to the L. P. gas service man 
include spring-benders, mechanical 
benders, tube cutters, bar-type flar- 
ing tools, butane-propane hose, and 
a full line of SAE 45° flared tube 
fittings. A catalog is available. 

} 


Circle 6 on Readers’ Service Card 


Puller 


A puller for releasing tight han 
dles on appliances has been placed 
on the market by Anderson & For 
rester. According to the company, 


it is proving to be very helpful and 


essential to the serviceman in that 
it tends to eliminate all possible 
chipping of enamel tight 
valves are encountered, thus saving 


where 


the serviceman embarrassing and 
unprofitable moments. 


Circle 7 on Readers’ 


1958 Ford trucks 


Ford offers more than 300 truck 
models in its 1958 line, ranging 
through light, medium, heavy, extra 
heavy, and tandem trucks. New in 
1958 are dual headlights, modern 
ized styling inside and out, and in 
creased horsepower and greate) 
payload capacity in most models 
Other changes include a_ higher 
capacity and velocity water pump; 
modification of crankshafts, pis 
tons, valves, and camshafts; and 
heavier transmissions on 
duty trucks. 


heavy 


Circle 8 on Readers’ Service Card 


Increased flow globe valves 


Two new RegO globe valves with 


a 258 per cent increase in capacit 
of the 4% in. NPT valve and a 95 
per cent capacity Increase in 

in. NPT valve are now avail 
able. Valve 7554 ('% in.) has a 25 
and T554A 


a capacity of 53 gpm 


¥ypm flow 


capacity 
, In ha 
Valve bodies are shell molded duc 
tile iron while bonnet and seal ¢ 


are brass. 


on Reade 


Trailer tanks 


Manchester Tank & 
Co.’s single and dual tank assem 


Equipment 
blies are now available in baked 
white enamel finish. 
packed in double strength cartons 
to protect them against the rigors 
of shipping and storage. The units 
are completely assembled, easy to 
stack and store 


They are 


Circle 10 on Readers’ Service Card 
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Manually operated control 





A manually operated gas flow 
control for space heaters, the TS¢ 
110, is 


Fulton Controls Co Incorporated in 


announced by Robertshaw 
the manual control is an automatic 
pilot safety device which completely 
huts off flow of gas to both main 
burner and pilot light in case of 
pilot outage. Designed for low ca 
pacity gas-fired space heaters, the 
without 


a built-in dust and gum filter 


control is available with or 


Circle 11 on Readers’ Service 


Twin air conditioning systems 


Ideal year-round comfort 
ired in every room of large 
level home by two complete! 
dependent air conditioning 
One system provides winter 


‘ 


| 
and summer cooling to the uppet 


evel and the other tem provide 


For further information on these products use Readers’ Service Cards on pages 65, 66 
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the same to the lower level. Each 
ystem is controlled by independent 
heating-cooling thermostat, and ex 
actly the right 


capacity 1s 


heating or cooling 
provided to each 


Winter 
two 


area 
at all time heating is pro 
vided by American-Standard 


yas-fired winter air conditioners 


ummer cooling is provided by an 
evaporator cooling coil placed over 
the air discharge opening of each 


furnace 


Circle Keeade) Service Card 


Truck tractors 
A new 


over-engin 


International cab 
with 42 
back-of-cab dimen 


line of 
truck tractor 
in. bumper-to 
ion to haul maximum payloads ha 
been placed in 
truck division of 
tional Harvester Co 

ightliner” 


production by the 
motor Interna 
Designated a 
these 
gro 
from 


model] 
“are available in 


truck 

vehicle 
24,000 to 
powered by 


V-8 gas 


weight rating 
30,000 Ib. They are 
International heavy-duty 


oline or LPG engine 


Circle 13 on header 








Table-top refrigerator 

An absorption type Dometic LT 
(2.4 cu ft 
Insta-Mati 
white, 


230 refrigerato Is an 
Heater Co. 


green 


nounced by 
Offered in 
grey 


and pale 
decorator colors. The gas 
standard AGA ap 
control. Outside di 


model uses a 


proved safety 


64 


mensions are 21%, in. wide, 23% in. 
deep and 364%, in. high. The 
Dometic features easy-to-clean all 
porcelainized trays 
with quick release handles, a door 
lock and a replaceable rubber mat 
which converts the refrigerator 
into a working table top 


interior, ice 


Cirele 14 on Readers’ 


Service € ard 


Double-capacity salamander 


Products Co. 
Radi-heator gas-fired sala 


Summit 
that it 


manders are now 


announces 
available in two 
and a 
double 
They provide either a primary heat 


ource ol a 


Zé regular units, new 


giant size with capacity. 


supplementary source 
for heating localized or departmen 
tal industrial areas. Optional safety 
features include a protective wire 
and an shutoff 
that shuts off the gas 
when it drops 


guard automatic 


valve flow 
below the operating 


pressure 


Readers’ Service Card 


Combiration valve-pilot safety 


and 
control for 
heating units 
introduced by Minneap 
olis-Honeywell Regulator Co. Des 
ignated V&81 the device eliminates 
the necessity of installing and wir- 
ing a separate pilot safety control. 
The V81 meets all AGA require 
ments and is available in a variety 
of models to suit the needs of any 
utility 


A combination gas valve 
automatic 


residential 


pilot safety 
central 


has been 


manufacturer or 


Circle 16 on Readers’ Service 


Card 
Se 


Automatic water heaters 


Residential automatic gas water 
heaters, featuring copper-nickel 
alloy tanks, have been introduced 
by Ruud Manufacturing Co. Cop- 
per-nickel alloy has great strength, 
withstands high heat, resists corro- 


cel TEE 


sion, and can never rust, according 
to the company. Models run from 
20-50 gal. rust-proof tanks, have an 
hourly Btu input of 30,000-71,500 
and a one-hour performance rating 
of 49 gal. of 160° hot water through 
120 gal. of 160° hot water. 


Circle 17 on Readers’ Service Card 


ee 


on 


“a 


Dual squelch 


A new development by Motorola 
called Dual Squelch has been added 
to its Private Line radiophones to 
open the way to gradual conversion 
on a system to private, interfer 
mobile communications 
The top switch on the control unit 


permits 


ence-free 
switching from tone 
squelch only to Dual Squelch opera 
tion. The same operation can be 
done automatically through an op- 
tional microphone 
Which automatically turns to Dual 
Squelch when the microphone is 
picked up to transmit. 


hanger switch, 


Circle 18 on Readers’ 


Service Card 


Portable furnace 

A new portable, forced-air sala- 
mander-type furnace is being intro- 
duced by the Agricultural Equip- 
ment Corp. The unit has been de- 
signed to give safe, low cost, space 
or spot heating. The heater uses 
L. P. gas as a fuel and the liquid 
gas is vaporized in the patented 
Agri-Quip self-vaporizing burner. 
The engine used to furnish the 
driving force for the propelling fan 
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also uses L. P. gas. The complete 
unit weighs 97 lb. It is designed to 
deliver 150,000 to 450,000 Btu’s per 
hour with a heated air output of 
1730 cu ft per minute at a motor 
speed of 2500 rpm. 


Circle 19 on Readers’ Service Card 


TRADE LITERATURE 


Meter bulletin 


A bulletin recently 
Rockwell Manufacturing Co. com 
bines, for the first time, descrip- 
tions of Rockwell liquid meters 
for measuring liquid 
liquid butane, liquid propane-bu 
tane mixtures. The bulletin also 
features a two-page drawing-illus 
trated explanation of the over-all 
Rockwell 
addition to product description 
und illustrations. 





issued by 


propane, 


dispensing system, in 


j ) , , ) 
Curette 0 on Reader service Card 


Valve sizing charts 


A 4-page bulletin J-SC shows 
how to size OPW-Jordan sliding 
gate regulator valves. Technical 
data (applying to all makes of 
valves) tells how to adjust sizing 
for variations in pressure, tem 
perature, viscosity, specific gray 
ity, etc 


Charts cover steam, lig 


uid, and gas services. 
Circle 1? on Readers’ Service Card 


Range catalog 


Two catalogs are available from 
O’Keefe & Merritt Co. The first 
includes photographs and descrip 
tions of eleven of the current 
1957 model gas ranges, together 
with photographs and complete 
description of 16 of the most im 
portant selling features. The sec- 
ond catalog is a revised brochure 
on the company’s gas built-ins. 


Circle 2 on Readers’ Service Card 


Incinerator manual 


A manual of recommended prac 
tices for the installation of do 
mestic gas-fired incinerators has 
been reprinted by the incinerator 
division of GAMA. It gives de- 
tailed instructions, with diagrams, 


covering the installation of gas 









DECEMBER, 1957 


December, 1975/ 


incinerators, gas piping, flues and 
vents. It also includes instruc 
tions on incinerator operation and 
maintenance. Price will be quoted 
by GAMA upon request. 


Circle 23 on Readers’ Sei ce ( 


LPG equipment data 


A new condensed Dallas LPG 
equipment catalog and illustrated 
descriptive folder has just been 
published by Dallas Tank Co. Inc 


Cirele ’, on Reade) service Ca 


Safety slogan flyer 


A new 


one,” has 


across,’ says 
mation on 
let, plus its cost, 


will help 


of the flyer 


Cirele 


QUICK-CONNECTIVE 


2-WAY 


SHUT-OFF 


COUPLINGS! 


QUICK CONNECTION 





nect, merely pull back sleeve. No tools 


Seals Both Ends of Line 


AUTOMATICALLY 
INSTANTANEOUSLY 


ing of liquid or escape of gas at instant 


L-P GAS SERVICE 
Sizes of Hansen Series 
HK Two-Way Shut-Off 
Couplings generally 
required for L-P Gas 
Service have approv- 
al of Underwriters’ 


Laboratories 








SINCE 1915 


THE HANSEN 





AND 
DISCONNECTION 





To connect a Hansen Two-Way Shut-Off 
Coupling, you just pull back the sleeve and 
push the Plug into the Socket. To discon- 


required, Similar valves in Socket and Plug 
shut off both ends of line when Coupling 


is disconnected—practically eliminate spill- 


of disconnection. 


FEMALE PIPE THREAD CONNECTIONS 
FROM ’%° TO 1 

Hansen Series HK Two-Way Shut-Off 
Couplings are available with female pipe 
thread connections from 
sive. Available in brass or steel. 

Also Straight-Through and One-Way 
Shut-Off Couplings. Write for Catalog. 

REPRESENTATIVES IN PRINCIPAL CITIES 


QUICK-CONNECTIVE FLUID LINE COUPLINGS 


MANUFACTUR 


4031 WEST 150th STREET *© CLEVELAND 


@ Void after 90 days 


booklet, “Safety Slogans 
From Everywhere, For Every 
just been published by 
the National Safety Council. The 
booklet contains 
slogans to fit any safety situation 
‘No matter 
dent prevention you want to put 
a flyer giving infor 
to order the book 


» free 


“safety slogans 
the way.” Copies 
heeade S¢ ce Card 


AUTOMATIC FLOW 


G COMPANY 


, OHIO 
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NEW 





a 


LP GAS-FIRED MONEY MAKER 


the Johnson Radiant °¢g Blanket 


specially designed to keep pigs warm and dry in winter 


Now you can offer hog raisers a brooder 
heater that takes the gamble out of winter 
farrowing Ihe Radiant Pig 
Blanket keeps two litters warm and dry in 
the worst winter weather. Lets the farmer 
farrow in the winter and get hogs to 
market when prices are highest. 


Johnson 


Radiant Pig Blankets are good money 
makers for you too, They're popularly 
priced at $39.95, every hog raiser can 
afford them. And since they're fueled by 
LP gas, you have a good bottle gas cus 
tomer with every Pig Blanket you sell. 


Continens, 


from 


Wy 
y-N 
R 
IVE 
E 
Ss 
x 
Wy 
XI 
Ss 
Ei 
E 
Ss 


a 


Get in on the sure fire sales and profit that 
are yours with the Johnson Radiant Pig 
Blanket. Advertising and promotion aids 
are yours free. 


Write today for complete information. 


for a Merry Christmas 


RTIN STAMPING & STOVE CO., tuntsviie, tts 


Products listing 

A catalog giving a complete list- 
ing of L. P. gas industry equipment 
and fittings has been published by 
the Fine Products Co. It includes 
such unusual items as transport and 
tank car unloading risers, chain 
link fencing, steel buildings and 
complete package assemblies for 
filling lift truck and trailer cylin- 
ders. A complete section is de- 
voted to first aid and safety equip- 
ment. It is strictly a wholesale 
catalog—issued to the LPG trade 
only. 


Circle 26 on Readers’ Service Card 


Commercial appliance aid 

A loose-leaf catalog showing all 
the models in the Castle line of 
commercial gas ranges, ovens and 
griddles is available from Com- 
stock-Castle Stove Co. One of the 
new features of the Castle range 
is the giant oven—30 in. wide by 
22 in. deep on one model. 

Circle 27 on Readers’ Service Card 


Two-way radio information 


General Electric Co. has pub- 
lished a new brochure on two-way 
radio for business, industry, pub- 
lic safety and military applica- 
tions. It such matters as 
how far the user can talk, licens- 
ing, dependability of equipment, 
and engineering. 


covers 


Circle 28 on Readers’ Service Card 


Heating equipment guide 

The Insto-Gas Corp. offers a 
portable heating equipment cata- 
log which covers the company’s 
hot blower type heaters, hot sala- 
manders, and hot infra-red heat- 
ers, equipment and accessories for 
operation with L. P. gas. 
’ Service Card 


9 on Readei 


Cirele 
e 


Handy Flame booklet 


Handy Flame offers a_ bulletin 
illustrating how gas companies 
are using the copyrighted Handy 
Flame advertising character as 
their friendly spokesman. The 
bulletin also covers various sales 
aids available from the company. 
Service Card 


Circle 30 on Readers’ 
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Superior Quality you can trust... 


Most Regulators may look alike, but 
there can be a tremendous difference 
in quality. The quality you must 
have for longer service life, for lower 
maintenance and for extra safety. 
Why take unnecessary risks? Ask a 
reliable RELIANCE Representative 
for the complete facts today, Or 


write for descriptive Bulletins. 


Back of every RELIANCE Regulator 
are the experience and integrity 

of a manufacturer that has specialized 
in designing and building Regulators 
for 40 years. For applications 


in the Ammonia Industry... 


Specify RELIANCE REGULATORS. 


When ordering specify exact outlet pressure 
required so proper spring can be installed 


~~ 
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TYPE HPC & WHPX—",”"—1"— 2" screwed 
pipe sizes only. Outlet pressures 2 
to 75 PSI. Complete Specificat 


Bulletin #45 


TYPE HPR.~10 
5 PSI 


TYPE HPR.20 


TYPE RV-200 — Metal Seats 

TYPE RV-201— Composition Seats 

l 14" 1*s4” 2” screwed pipe sizes 
only. Outlet pressures |} to 225 PSI 


Complete Spec fications in Bulletin 449 








Cuts Operating Costs — Metered X 


service ends costly cross hauling, and 
out-of-gas calls, dead-heading of 
trucks 


. ~ 


and increases gallonage per 


truck mile 


f 
ey 


a 
v 


2h iF 


a 
iyi 
,hgeeeeeee* 


wy 


Customers See What They Use 
— Metered service builds customer 
confidence and loyalty because they 
can read their own meters and pay 
only for the gas they use each month 


Serving 3,000 customers 2,000,000 gallons 


Of LP-GAS. . . . with 45,000 GALLONS STORAGE CAPACITY 


AMERICAN’ 


CO ow woop; Me eit). oY, bg 


SUPPLIERS TO 


With 45,000 yvallons of LP-Gas storage 
capacity, Company, Mont- 
gomery, Ala. assures its 3,000 customers of 
dependable, economical metered service 
exclusively with American® LP-Gas meters. 

Almost half of Suburban’s customer win 
ter fuel supply is purchased in summer and 
delivered before cold weather starts. In addi 
tion to other advantages, this frees delivery 
men for installation and service during peak 
periods when cold weather starts. 


Suburban Gas 


INCORPORATED (ESTABLISHED 1836 


For LP-Gas dealers, large and small, 


metered service 


and American LP-Gas 


meters reduce operating costs, create cus- 
tomer confidence and satisfaction, increase 
consumption and build profits. 

Model nape LPG, illustrated, is the latest 


American m 


‘ter developed especially for 


LP-Gas vapor. 

Your American representative can show 
you how you can benefit with metered service 
and American LP-Gas meters. 


AMERICAN 
METER 
co 


THE GAS INDUSTRY for ironcase, Tinned Steelcase, Aiuminumcase and Weided Steelcase Meters + American-Westcott Orifice Meters * instruments * Reliance Regulators * Apparatus + 


GENERAL SALES OFFICE: Philadeiphia 16, Pennsy!- 
vania * Albany * Alhambra * Atlanta * Baltimore 
Birmingham ¢ Boston * Chicago * Dallas * Denver 
Erie * Houston * Kansas City * Los Angeles 
Minneapolis * New York * Omaha * Pittsburgh 
San Francisco + Seattle * Tulsa * Wynnewood 
IN CANADA: Canadian Meter Company, Ltd., Milton, 
Ontario * Calgary * Edmonton * Montreal * Regina 


Valves 
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Longest LPG pipeline now 
being contemplated 


A feasibility 
would be 


survey on what 


the longest liquefied pe 
troleum gas pipeline in the world, 
from Texas to New York, has 


Williams Brothers Co., 


been 
started by 
Tulsa 
The pipeline has 
by the Katy and New 
railroads, on 


been 
York 
right of-wa 

the line would be laid most of the 


propo ed 
Central 
whose 


way. 
Williams 


the extensive 


Brothers is conducting 


survey to determine 
costs and other factors 
building the 

The decsi 
will be made after 


involved in 
2500-mile 
ion on whether to build 
Williams finish 


which is 


pipelin« 


the survey, ex per ted to he 


completed ometime in late De 
cember 

Tentative plans call for the line 
to run from Houston, through ea 
ern Oklahoma to Kansas City, Mo 
on the Katy right-of-way, and from 
there to Paris, Ill. on the New York 
Central right-of-way. From Pari 
the line would go to Cley 
Akron, Ohio, with spur 
and the 


eland and 
into Pitt 
burgh Buffalo-Svracuse 
area 

A line of this type 
tariff 
shipments, is expected to reduce the 
cost of shipping LPG to the east 


and reduce the need for 


offering com 


bination with rail tank car 


toraye it 
terminal 


LPG firms may be exempt 
from wage-hour laws 


Proposed new rules governing 
the exemption of retail L. P. gas 
dealers from the federal minimum 
wage-hour law are under study by 
the U. S. 

The proposed by the 
Department’s wage and hour divi 
sion, were officially published Octo 
ber 10. Interested parties 
given 30 days to comment on the 


proposals 


Labor Department 


new rules, 


were 


DECEMBER, 1957 


{ nde} tne statutory 
Federa 


aw, employees are not 


emption to the 
Cove red 
minimum wage and hou 
tions if the 


0) pe ! 


makes mo 


annual dolla 


firm 
cent of it 
me of sales within the 
if at 


ann ial 


least 75 per et nt 


dollar volume 


vhichn are not for resale 


The propo ed rule applying the 


exemption to FF P vi adeale 


suld rule that 
All sales to con 


yas, whether 


ime 

delivered in pe 
in bulk to the ¢ 
tank, to be 
lot deliveri 


made on 


cylinders 01 
r torage retail 
ept sales in single 
1000 gal.: sale 


competitive bid basi . ich te 


government; sales for use 
essential ingredient or prin 


raw material, such as chemical! 


ynthetic rubber, and 
ale 
repair © 
torage ti 
retail sale if the ta 
1000 gal if 
with a 


action, and l not part 


not exceed 


connected competit 


raw material 
ales and installatior 


{ 


ol converting tractor 


pump toves, Turnace 
equipment and appliance 
ognized as retail sales, unl 


involve ibstantial modificati 


are used in industrial machiner 
or equipment; involved competiti 
bid ales, or are part of tne ¢ 
ential ingredient of 
uct 

Comments on the 
be weighed by the 
and they 


they are 


prope 
Departm 
may be modified befor 


finally issued 


FTC rules trading stamps 
legal, but keeps watch 


Trading 


stamps as such «de 
federal lav 
Commission 


Violate any 
Trade 
But the 


eral 


ayency Vill CO 


another prod 


keep a sharp watch on the opera 


tions of individual stamp plans. 


Charges by some consumers and 
that trading stamp 
method of compet! 


infair o1 


Dusinessmen 


are an untall 


tion o1 deceptive adver 


were rejected by the Com 


tising 


mi ion following a study covering 


about 18 month The agency an 


nounced that it would not issue an 


complaints against trading stamps 


firms “at this time.” 

But the FT 
Ing circumstances oO} 
reveal that 


erated in violation of pecit law 


warned that “chang 
method mia 
Orne plan may be op 
The Commi ion aid it vill con 


tinue to keep an eye on the stamp 


firms and ma take action whe 


nece ary to prevent deception 


tome! price discrimination 


exclu ive dealing, boveott, 


Tappan predicts its sales 
will reach a new high 


lappan Stove Co. announced re 


cently that September was the big 
gest month in its 77-year histor 
and predicted that 1957 commercia 
ales will reach a new all-time high 
A. B 
president 


Louis for the 
clation 


Ritzenthaler, Tappan vice 
in charge of iles, In St 
American Gas A 
annual meeting, said “Tap 
pan ales for the first nine month 
of 1957 are ahe: 

though 


industry range 


declined 15 per cent Septembe1 


range sale irpassed any month in 


ir history and we expect to reach 


all-time high in commercial sale 
ire line have re 
mained reasonably teady, but the 


biggest yains have been registered 

Built-in 
ale generally are running about 
ahead of 


another 


the end of 1957 


the gas built-in range 


pel cent last year and 


ve expect 10 pet cent vain 


Trinity ships transport 
fleet to Argentina 


1x dual-tank 
built to 300 Ib 


transport 
working pre 
were hipped 


October 19 to Gas del Ast: 


pecification 
Argentine government ga 

Aires, by 
Dalla Phe 
vere complete vith 


ation at b iene 
Steel Co Ine 
Interna 


and extr: 


diesel tractot 
fittings i ‘ ‘ 
value of 

of $100,000 


Phi econd 


orie 


iipment 





Six Trinity transports ready for shipment to Argentina. 





made to the Argentine Government 
by the export department of Trini 
ty Steel within recent months. The 
former shipment consisted of six 
pecially designed 200 lb WP bulk 
truck of 2450 WG capacity 

(. J. Bender, president of Trinity 
Steel, report “ teady volume of 
export shipments to other coun 
tries, including Australia, South 
\frica, Porto Rico and several 


Latin American countrie 


Walter F. Verkamp, LPG 
pioneer, succumbs at 66 


The entire L. P. gas industry wa 
hocked November 4 at the death 
of Walter F. Verkamp, chairman 
of the board of Verkamp Corp., a 
Cincinnati LPG dealership Mi 
Verkamp, 66, passed away as the 
result of a heart attack following a 
two-week illne 

Burial services were held Novem 
ber 7 A Ric hard, itl 


executive in the company, and two 


brother, 


other brothers and two sister ut 
ive 

Mr. Verkamp wa president of 
LPGA in 1937 and 
1938. He began in the gas field in 
1914 and organized a Philgas di 


the national 


tributorship in 1928 which became 


the Verkamp Corp. in 1980 


Air conditioning sale« 
up 6% in ‘58, 56% by ‘02 
Air conditioning industry ale 
for 1958 will increase only 6) per 
cent over thi vear due to veneral 
busine conditions, but by 1962 
mly five years from now—air con 
will top 1957 by 56 
per cent, Cloud Wampler, chairman 


ditioning sales 


of the board, Carrie) Corp., Syra 
cuse, N Y., told a Lo 
pre conference 

L. P. gas 


companies will get help from Cat 


Angele 


dealers and utility ga 


72 


rier in grabbing off a big share of 
the growing market through Cat 
rier’s new gas-fired air conditioning 
units, which Mr. Wampler pre 
dicted will be selling in 
1960 


volume by 
In dollar figures, Mr. Wampler’s 
predictions for 1957 industry sale 
were $3.2 billion, and $3.4 billion 
for 1958. But sales in 1962 should 
be $5 billion, he emphasized, double 
the 2.5 billion worth of equipment 
old in 1954, 

The Carrier Corp. chief executive 
officer sees tremendous gains for 
alr conditioning in all three appli 
cation domestic, 
industrial. 


commercial, and 
Domestic air condition 
ing makes for happier, healthier, 
comfortable homelife with 
fewer cleaning bills, Mr. Wampler 
explained 


more 


Commercial air condi 
tioning means more customers and 
happier clients, and industrial air 
conditioning leads to higher em 
plovee productivity, he added. 


Gas industry to back 
air conditioning sales 


A campaign to revitalize the mar 
ket for gas air conditioning in 195% 
has been mapped by the yas indu 
try, in cooperation with the Arkla 
Air Conditioning Corp. 

Arkla is a subsidiary of the A) 
kansas-Louisiana Gas Co., which on 
september 20 completed purchase 
of the Servel In 


division 


air conditioning 


Following a meeting with J. C 
Hamilton, president of Arkla, the 
American Gas Association’ al 
conditioning promotion committee 
has constituted itself a task force 
to mobilize the support of the na 
tion’s gas companies for the joint 
proyram 

A key agreement reached at the 
meeting, held at Dallas, Texas, in 
September, offered the prospect of 


a 20 per cent reduction in prices of 
residential air conditioning units 
provided gas utilities 
sponsibility for a minimum quota 
of air conditioner sales. 

To achieve this goal, each mem 
ber of the AGA committee has been 
quota, for 


accept re 


assigned a personal 
which he is to obtain assurance 
from gas utilities in his area. In 
addition, a series of regional sym 
posiums will be held across the 
country early in 1958. At these 
meetings, committee members and 
manufacturer representatives will 
acquaint gas utility management 
with the reasons and requirements 
for entering and becoming a factor 
in the air conditioning market. The 
ymposiums will cover both  resi- 
dential and commercial industrial 
air conditioning, and will include 
special sessions on sales and opera 
tion. 

Other action by the committee in 
cluded 
ceptance and use of gas air con 
ditioning equipment. One such step 
was endorsement of an AGA pro 
posal to appoint a 


measures to promote a 


sales promotion 
representative in Washington, D. C., 
to represent the gas industry with 
government. Plans for national ad 
vertising and promotion of air con 
ditioning by AGA were reviewed 
Cause histories of successful ya 
company air conditioning adverti 

ing and promotion campaigns were 
to be placed at the disposal of Arkla 
and any other interested gas air 
conditioning manufacturers. 

A vote of confidence was given to 
the officers of the Arkla organiza 
tion, 

Mr. Hamilton outlined the poli 
cies which Arkla will follow: 

A vigorous research program will 
be coordinated with the AGA re 
search program and that of the 
Southwest Research Institute. 

Arkla plans to raise the heating 
capacity of the five-ton direct fired 


BUTANE-PROPANE News 





Serves more people 


than any other 


regulator 


“LITTLE JOE” 


(Type 912) 


FISHER ENGINEERED FOR TROUBLE-FREE SERVICE 


@ Sturdy, clean pipe connec- 


@ Rugged construction in every @ Accurate, powerful, friction- 
tions \4" inlet, %”" outlet. 


detail for long, trouble-free life. free lever mechanism. 
& Maximum effective area of @ Large, newly improved @ Large orifice minimizes 
strong sensitive diaphragm. bug-proof vent. freeze-ups. 


IF 1T FLOWS THROUGH PIPE 


_ jaf ARE IN OTHE WorLD ® CHANCES ARE IT’S CONTROLLED BY 








FISHER GOVERNOR COMPANY 


Marshalitown, lowa Woodstock, Ontario SINCE 1880 
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unit from its present 96,000 Btu to 
144,000 Btu for use in the northern 
| 

A considerable expansion of the 
former Servel air 
ales staff i These people 
will work closely with gas utilities. 

Arkla will do its own national 
advertising and promotion 

Arkla j 


ity of developing an add-on gas ait 


conditioning 
planned 


considering the possibil 


conditioner in addition to the unit 
now available 

A service organization, including 
a“ chool for vu company employ 
ees, will be set up by Arkla 


In a report on progress of the 


AGA air conditioning research pro 
gram, Allen Schrodt, director of 
AGA’ PAR Program, said that 
AGA would reach its goal for thi 
year by having at least three ope) 
ating experimental units of new air 
conditioning ystem ready for 
demonstration to interested manu 
facturers by the end of 1957 

At least nine manufacturers were 
reported actively interested in one 
or more of the new gas air con 


ditioners under development 


Carrier divisions open 
new L. A. area plant 


Opening of new manufacturing 
and office facilities for the Day & 
Night Manufacturing Co. and the 
Payne Co. in the La Puente, Calif., 
area Was announced at a Los An 


yele pre conference recently by 


Cloud Wampler, chairman of the 


board and chief executive officer. 

Carrier Corp., Syracuse, N. Y 
Joining Mr. Wampler in the an 

nouncement was W. J 





This truck load flat of 65 L. P. gas tanks 
left Master Tank & Welding, Dallas, re 
cently for Venezuela. The 120 gal. capacity 
tanks will be used in housing projects spon 


sored by the Government of Venezuela 








Bailey, vice 


president of the Carrier Corp. and 
president of Day & Night and 
Payne, both Carrier divisions. The 
new plant represents part of a 
planned expansion of the Carrier 
Corp. in key markets, such as the 
outhern California area, Mr. Wam- 
pler stated 

In July this year the new Day & 
Night and Payne facility officially 
became a member of the newly- 
formed City of Industry when reg- 
istration of the city took place in 
Sacramento, It is the first major 
plant to have been completed in the 
new city, My 

Among plant features is a new 


Bailey noted, 


yvlass-lined 
tanks and furnace 
heating elements at temperatures 


furnace for firing of 
wate heater 
exceeding 1400°F., and over two 
miles of conveyor systems for the 
automatic handling of parts and 
material 


Suburban Gas appoints 
Gimple division manager 


Suburban Gas 


Service Ine., Up 
land, Calif., announces the appoint- 
ment of Herman Gimple as its new 
division manager for the Arizona 
division. The appointment was ef 
fective October 1 

Mr. Gimple assumes the full re 


A new manufacturing facility for the Day 
& Night Manufacturing Co. and the Payne 
Co., divisions of Carrier Corp., was opened 
in the La Puente, Calif., area recently. The 
new plant was reported to have cost in ex 
cess of $6.5 million and provides nearly 
500,000 sq ft of manufacturing, engineering 


and office space 





sponsibilities and duties that have 
formerly been under the superv! 
sion of Paul Fannin. 

Effective as of the same date, M1 
Fannin was placed on an inactive 
status; however, his services will 
continue to be used by the compan) 
in connection with special assign 
ments and consultations as re 
He is also remaining as a 
vice president of Suburban Gas, as 
well as a member of the board of 
directors, and will continue to be 
active in this capacity 


quired, 


Are you listed in the 
"58 Motor Fuel Guide? 

L. P. gas marketers and service 
station operators serving the motor 
vehicle trade are currently 
invited to list their facilities in 
LPGA’s 1958 Motor Fuel Station 
Directory, to be published some 
time in January. The association's 
market research committee is re 
vising the 1956 issue which wa 
distributed to over 6000 L. P. ga 
motor fuel users. 

This LPGA project is conducted 

a service to both marketers of 

P. gas and their present and 
potential customers. There is no 
charge for listings. Plans have 
been made to distribute the listing 
to over 30,000 truck fleet operators 

The LPGA Directory represents 
the only compilation of this type 
and is used extensively throughout 
the country as a guide to L. P. gas 
fueling points. Marketers and filling 
station operators who have not been 


being 
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the smallest 
largest-- 


TRANSPORT 
TANKS 


WINDOM BU TANE CO. 


0 ait 
BUTANE PROPANE 


wherever you transport LP-Gas, you'll 
find an LMC Tank to suit your needs. 


Year after year, more and more LPG dealers throughout 





the nation have given LMC products the strongest possible recom 
mendation that of re-ordering additional units after carefully 
checking the performance of their first LMC tank 


From smail units, for home delivery on the Great Plains, to 
10,000 gallon transport tanks to haul loads in the steep Rockies, 
LMC has pioneered many changes which are now standard 


Illustrated above are the LMC single barrel, features on all transport tanks 


neck-down transport tank with a capacity 
of up to 10,000 gallons and the twin barrel Many dealers who started with one single barrel LMC home 
Home Delivery Unit with capacity of 1400 delivery unit are now operating fleets of transport tanks, all 
to 2200 gallons engineered for economy by Lubbock Machine. 
Write, wire, or phone today! Find out how easy it is to 
purchase on the Budget Plan or the LMC Lease-Purchase Plan 


LUBBOCK MACHINE & SUPPLY CO. 


SSS P.O. DRAWER 1589 © POrter 2.5269 


UBBOCK, TEXAS 
. 
~) 


ge Biwy or the Budger or Lease- 
Mis furchase Flan 


00, 
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contacted by their suppliers o1 
LPGA direct are requested to fill 
out the coupon on the bottom of 


LPGA. 


the deadline 


this page and 
December 6th i 

It j supply 
all the information requested in the 
that way fuel 
users will know where you 
what 
can then 
and 


return it to 


important that you 


coupon In motor 
exactly 
are, when you are open and 
facilities you offer. They 
their routes accordingly 
themselve of 


plan 
a ure peedy, 


trouble-free trip 


General Controls plans 
European expansion 

Ja k | Ray, 
ale Vice presi 
dent, General 
Control! Co., 1s 


making «a two 
month tour of 
Kurope to sut 
vey the foreign 
market, select a 
Vest Germany 


location for it 





General ale 


J. F. Ray 


he adquarte) 
and choose a continental manage} 
The announcement was made re 


William A 


board 


cently by Ray, president 


and chairman of the 
pany. He said the 
pression of confidence in future sta 
bility of the 


com 
move 18 an ex 
Kuropean 


economy 


It will not disturb General’s exist 
ing distribution channels through 
agents in the Benelux countries and 
Italy, England, 
added, 


and France, he 


944-unit Air Force 
project features gas 


Gas fills water heating, cooking 
and home heating requirements for 
944-unit housing 
development recently completed for 
members of the U.S. Air Force and 
their Dyess Air Force 
Abilene, Texas. 
A separate water heater installed 
dwelling consists of 266 
AS 30-30s for two bedroom 
666 Model AS 386-40s 
for three bedrooms and 12 Model 
AS 54-508 for four bedroom apart- 
ments. All three 
water heater models are made by 
Ruud Manufacturing Co 

Dwelling units 


residents of the 


families at 


ye 
Base, 


in each 
Model 
apartments, 


automatic was 


are equipped with 
and heated 
through Payne gas central heating 


Tappan gas stoves 


tems. 


New housing construction 
helps home laundry sales 
Manufacturers of home laundry 
and sewing equipment will reap 
permanent long-term benefits from 
current trends in housing construc 





WE ARE A: 


Bulk Plant ( ) 


NAME: 
CITY & STATE: 


ADDRESS OR LOCATION : 


TELEPHONE 
rYPE OF 
PRODUCT: 


NUMBER: 


Propane (_) 


ADDITIONAL SERVICES: 


form. 


LPGA, 





FACILITIES: Pump & Meter ( 


Minor Repairs 


Service Station( — ) 


HOURS OF OPERATION: Open 24 Hours ( ) 


Open ....AM to 


) Pump Only (_ ) 
Butane ( ) 
Butane-Propane Mix (_ ) 
Lubrication (_ ) 


t 3 Major Repairs (_ ) 


NOTE: If you have already filled out this information 

for your supplier or LPGA, do not send in this 
Do not fill in any information you do 
not wish listed in the Directory. 


Mail This Form to 
11 South La Salle Street, Chicago 3, Ilinois 











tion, an appliance trade association 
leader believes. 

“Home laundries, often combined 
with utility or sewing rooms, are 
becoming much more efficient and 
pleasant than ever before,” 
ing to LeRoy Klein, vice chairman 
of the gas clothes dryer division of 
the Gas Appliance Manufacturers 
Association. “New housing is set- 
ting the and 
programs are achieving the same 
effect in older homes. 

“The washing machine is moving 
out of the cellar, and the dryer is 


accord- 


pace, modernization 


being recognized as an_ essential 
companion. While basement laun- 
dries may be preferred by some 


families, there seems no doubt that 
the greater convenience of locations 
near the areas for cooking and child 
care is a strong selling point.” 


NEWS NOTES 





Calif., 
has just completed a package L. P. 
gas standby plant for General Elec- 
tric Co. at San Jose. This new type 
plant is 25,000 cu ft with enlarging 
provision to 50,000 cu ft, when 
needed, 


Ransome Co., Emeryville, 


Castle has 
new trade name by the 108 year 
old Comstock-Castle Stove Co., for 


been chosen as the 


its new line of commercial gas 
ranges, ovens and griddles. Castle 
replaces the Economy name that 


was identified with the 


for several decades. 


company 






A new bulk plant in Griffin, Ga., 


Pyrofax 
Gas Corp., a unit of Union Carbide 
Walter A. 


has just been opened by 


Corp., according to 
Naumer, president. 
gas-fueled 


Shipments of auto- 


matic storage water heaters came 
close to the two million mark in the 
first three quarters of 1957, GAMA 
announces. This still represents an 
11.1 per cent 


earlier. 


decline from a year 


The Butane Equipment Co. of 
Sulphur (La.) Ine. has filed 
cles with the secretary of state office 


arti- 


increasing its 
$150,000. 


at Baton Rouge, La., 
capital (authorized) to 

Charter of incorporation has 
been granted J. H. Maginnis Inc., 
Covington, La., listing capital stock 
of $25,000. The company is a 
of LPG 


dis- 
tributor 
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Philgas is a dependable Phillips 66 product 


with all the advantages that implies! It’s spe- 
cially refined for extra cleanliness and high heat 
content. When you sell Philgas you’re assured 
of a dependable source of supply, prompt 
deliveries, ‘“‘pre-sold’’ customers. Phillips 
maintains a staff of LP-Gas specialists to 
advise on economical plant design and safe, 


efficient equipment. Colorful magazine ads, 





is number one in LP-Gas sales! 


plus radio, are pushing Philgas sales for you. 
Advertising material is also supplied for your 


own promotions. Write for full information, 


rophilaas 


THE ALL-PURPOSE FUEL 


*Philgas is 
its high q 


the Phill ps Petroleum Cor 


slity LP-Gas 


pany trademark for 


propane, butane) 


PHILLIPS PETROLEUM COMPANY 


SALES DEPARTMENT, Bartlesville, Oklahoma 


Offices in: 
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C. N. Hinds is promoted to 
market research for Dearborn 

R. H. Norris, president of Dea 
Stove Co., Dalla , na an 


nounced two executive 


born 
appoint 
Hind 


earch man 


ments in the company. C, N 
is appointed market re 
aver and will be 


tract sales. W. A 


in charge of con 


Mat hall will oe 















MANY USES MEAN MANY PROS- 
PECTS. RANSOME P-32 Furnace 
with Model 710 Torch is shown 
here, ready for such operations as 
sweating large streamline fittings; 
lead WIPINg ; melting lead joints; 
core drying; light preheating ; lay- 
ing and shaping asphalt tle. It 
takes about 3 minutes to convert 
from torch to furnace operation, 
and be ready to melt lead, babbitt, 
asphalt, paraffine, glue, without 
muss, fuss or a clogged burner. 


This combination is a real time and 
money saver for plumbers, pipefit- 
ters, sheetmetal workers, mechan- 
ics, ranchers, builders, asphalt tile 
workers, etc. 


Jucreaste Your Sales Volume 


in charge of product development 


as Dearborn’s new chief engineer. 


At the same time Dearborn an- 
nounces the appointment of four 
ales representatives: Robert Wil- 


liam Seymour Jr. has been assigned 
the Mi 


market; 


handle 


sissippi and Louisiana 
William C. Nisbet Jr., will 
North and South Carolina; 















TORCH-FURNACE 
COMBINATION 


SAME FUEL TANK SERVES 
BOTH TORCH AND FURNACE 





This 
outfit burns safe, economical LP- 
Gas; gives extremely stable, clean 
flame. ICC-approved tank has 
weighted bottom to minimize tip- 
ping, but will not spit or flash flame 
even when upset. 


SAFETY HELPS YOU SELL. 


Step up your industrial appliance 
business NOW with RANSOME 
‘Torch-Furnace combination. Write 
TODAY for price list, discounts, 
and catalog of other RANSOME 


produc ts. 


TWO SIZES: 
2% gal. tank; 19” high, weight 34, # full, 
5 gal. tank; 26” high, weight 54# full 


RANSOME COMPANY 


Liquefied Petroleum Gas Division 
17 ROOM A-12 4030 HOLLIS ST., EMERYVILLE, CALIF. 


Ramwome 








Forrest A. Stone will operate from 
Dearborn’s Atlanta office and cove 
John James 
assigned the 


north Georgia; and 
Howard has 
states of Washington and Oregon 
Also announced is the appoint 
ment of Robert L. Farrand 
manufacturer’s representative in 


New York State. 


been 


upper 













C. N. Hinds 


Sel-Pac promotes McMinn to 
west coast operations manager 

The appointment of Paul Me 
Minn to the west coast 
manager for 


office of 
operations Selwyn 
Pacific Co. is announced by George 
Postlewait, president. Mr. McMinn 
assumes this part of Sel 
Pac’s general expansion 

Mr. McMinn ha 
with Sel-Pac 
formation and will assume this new 


post as 
program 
been associated 


since the company’s 


responsibility with headquarters i 


Angeles home office 


the new Los 


Rego division appoints 
three sales managers 
The 
tian-Blessing Co. announces the pro 
motion of Addison B. Dally, Jame 
K. Calhoun, and Ary A. 
Mr. Dally is the new 


Rego division of the Bas 


Bloem 


sales man 





J. K. Calhoun A. B. Dally 


{ 
VV t 


and 


Rego L. P. gas 
anhydrous ammonia equipment d 
visions. He has 
with the company 


ager of the 


associated 


1948 and 


been 
since 


has held an assistant sales man 
agers position since 1950. 
Mr. Calhoun will take over as 


manager in charge of the 


sales 
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A MASTER TANK 
" WMastoypiece of Safety 


LAN MA Tf MEETS ASME Sn 
SAS AAA RUGGED DOME COVER | ag {ay LEE 
GIVES EXTRA PROTECTION } 
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omestic systems by Master are high 
quality products you can depend upon 
because of Master Tank & Welding’s years 
of experience in building better, stronger, 
safer tanks. Only the highest quality mate- 
rials, the most advanced engineering, and 
the finest workmanship are used in con- 


structing a Master tank. From the largest to 


Call Master for all your LP gas pressure vessel needs. 


2000 S. Front Street « Box 39 @ Quincy, Illinois « Baldwin 3-5014 


DRAIN LINE 
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“s 
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the smallest, there’s a Master domestic sys- 
tem to fit your particular need —all sizes 
and capacities through 1,000 gallons. Master 
tanks are constructed of double welded Hi- 
Tensile steel to meet ASME Code construc- 
tion. Inspected by Hartford Steam Boiler 


Inspection and Insurance Company. 


WELDING | 
i | 


a 
P. O. Box 5146 e Dallas, Texas « RI 7-244] © 
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high pressure gas equipment divi officials to new sales management 


ion. He is in his ninth year with posts in Pittsburgh 


the company The five—all of whom have been 


Mr. Bloem in charge of Revo named assistants to Herman Gott 
foreign sale ince 1949, has been wald, recently appointed assistant 
named sales manager in charge of vice president and product man 
the newly created’ international ager include 


division Thomas |. Stacy, former Hou 


ton district sales manager, now 


assistant product manager-tran 


Rockwell centralizes valve 
sales program; promotes five 


mission line valve sale 

Richard E. Miller, former gas 
upervisor in the New York 
now assistant 


In a move designed to centralize ale 
and strengthen management of it district, product 


national Rockwell-Nordstrom valve manager-valve lubricants and = ac 
ale program, Rockwell Manufac CeSSOFTC 


promoted five sale Jack W. Harri 


White River 


FINEST PROPANE TRUCK TANKS 


turing Co. ha former Houston 
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Designed for Time-Saving 
Operation and Longer Service 





Money-Saving Features “Field-Tested” 
Over Our Own Retail Gas Routes 


Choose From 5 Models— 
1200 to 2200 WG Capacities 


Priced To Give You 
* Unmatched Economy and Value 


: Convenient Financing Available 





On Both Tanks and New Trucks 





Write TODAY for Illustrated Literature, Prices & 
Specifications on the Complete White River Line 
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enior sales 


engineer, now 
ant product manager-refinery and 
chemical valve sales. 

John R. Applegate, former Chi- 
cago senior sales engineer, most 
attached to the Detroit 


branch office, now assistant product 


recently 


manager-utilities valve sales. 
Clyde H. Chronister, forme 
Tulsa senior sales engineer, now 


assistant product manager-produ 


tion valve sales. 


Swanson is sales manager of 
LPG sales for Anchor Petroleum 
C. H. Swanson, formerly district 
manager of LPG truck sales in 
Oklahoma, has been 
manager of LPG sales for Anchoi 
Petroleum Co. in Tulsa, it is an- 
nounced by W. A. Baden, president 


named sales 












A. R. Thompson C. H. Swanson 
of Anchor and E. §. 
president in charge of LPG sales 

A. R. Thompson, Anchor sales 
representative in Oklahoma City, 
has been named to fill the position 
vacated by Swanson, and will head 
quarter in the Anchor district of 
fice in Oklahoma City, Mr. Carley 
said, 

Mr. Swanson, for the past three 
years in the district sales office in 
Oklahoma City, has been with An 
chor for over ten years. He was 
formerly in the Tulsa office until 
the expanding sales of LPG in 
Oklahoma created the need for the 
district Anchor office in Oklahoma 
City. 


Carley, vice 


Merkel is sales manager of 
heating products for Permaglas 

Hal Merkel has been named sales 
manager of heating and air con- 
ditioning products for the perma- 
glas division of A. O. Smith Corp., 
J. W. 
ager, has announced. 

Mr. Merkel, with previous experi 
ence in heating and air condition- 
ing at the manufacturing and dis- 
tributing levels, has been a sales 


surleson, general sales man- 
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Your best single source of supply for 





gas heating equipment 


energies and research to one central theme the manu : 
facture of more eflicient, more economical heating equip 9 inc. 
ment that uses gas as a fuel And it is the complete line NASHVILLE, TENNESSEE 
too, with a heating unit for every need Whatever the w 

r ‘ ) P , 4 
problem for a single room or an entire home turn Gas Healing Specialist for the Nalion 
to Temco for the best answer For year ‘round comfort 
TEMCO offers air-cooled air conditioning unit that are 
designed for use with TeEMco warn tir furnaces or a 


add-on units with existing furnace installations 
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engineer in permaglas’ southwest 
district. He will now be headquat 
tered in Kankakee. 

Also announced by W. T. Halket, 
marketing director of the division, 

a series of changes, promotions 
and transfers within the division’ 
ales organization. 

Mr. Halket said permaglas sales 
representatives will now sell the 
“full line’ of domestic water heat 
ers, commercial water heaters and 
air conditioning and heating units 
Formerly they specialized in one 
of the three area 


Mi Halket named three new 


ales supervisors for permaglas. 
They are: Dick Clark in the Al- 
bany, N. Y., Connecticut and west- 
ern Massachusetts area; Lee Cor 
nell in the eastern Pennsylvania, 
Baltimore and Washington areas, 
and Lee Zoeckler in the Chicago 
metropolitan area. 

He also said Jack Pohle, who 
formerly covered Colorado for 
permaylas, will now extend that 
coverage to include Montana and 
Utah. 

Transfers of sales representa- 
tives include: Cliff Schultz, from 
metropolitan New York to eastern 


ARE YOU RECEIVING 
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IN EVERY 20 TANK CARS? 


YOU CAN and HERE’S HOW! 


TANK 


The Brunner LP Gas Transfer 

Unit not only transfers all 
liquid to your storage tank but 
also removes and liquidifies 

the gas vapors in the tank 

car. That amounts to one 

extra tank car of gas from 

every 20 tanks. 

It's also the economical and 
efficient way to load tank trailers 
and even discharge into storage 
tank of ultimate consumer. 


GALLONS OF LIQUID REPRESENTED BY VAPOR CONTENTS OF 10,000-GALLON TANK CAR 


| COMMERCIAL PROPANE | 
Tank Car Corresponding Gallons 


| BUTANE | 
Tank Car Corresponding Gallons 





Temp F Pressure-psi Recoverable Temp F Pressure-psi Recoverable 
110 212 540 120 62 204 
100 185 4B5 100 43 157 
80 140 392 80 27.5 115 
60 102 307 60 Ly 4 85 
4 72 237 40 5.6 6) 
7 175 30 2.1 5] 





BRUNNER DIVISION 


DUNHAM.BUSH, INC. 
UTICA, NEW YORK 


WRITE FOR FREE BOOKLET 


Tells You How To Get Transfer Savings 


WEST HARTFORD CONNECTICUT * mICHIG AN CITY. INDIANA © MARSHALL TOWN, [OWA © RIVERSION. CALIFORNIA * UTICA NEW TORR 


SUBSIDIARIES 





=. >. ee 


82 


amawa) Oe DUNHAM-BUSH LTO  SSUNMEM COMPORATION (Camas) UTE 
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Michigan; Gerv Fohey, from Chi- 
cago to Detroit; Les Huber from 
Chicago to Indianapolis; Dick 
Houdlett, from metropolitan New 
York to Albuquerque; Charley 
Giddings, Atlanta Ga., to Char- 
lotte, N. C.; Tom Munferd, a new 
representative, to Chicago, and 
Bill Hutchinson from Kankakee 
to Chicago. 


Stiglitz appoints Lacock and 
Jenkisson as vice presidents 


The appointment of Frederic V. 
Lacock as vice president in charge 
of sales, and the appointment of 
J. Arthur Jenkisson as a vice pres- 
ident assisting Mr. Lacuck is an- 
nounced by the Stiglitz Corp. 

Mr. Lacock has been sales man- 






J. A. Jenkisson F. V. Lacock 


ead 


; 


ager for the Dresher Manufactur- 
ing Co. in Chicago for the past five 
years, He has been in merchandis- 
ing since 1937, and before going 
with Dresher, was active in the 
management of two of the world’s 
largest mail-order houses. 

Mr. Jenkisson, for the past two 
years, has been sales manager for 
the special appliance division of 
the George D. Roper Corp., where 
he handled a built-in gas range pro- 
gram in its entirety. He is a former 
advertising and sales promotion 
manager of the Dri-Gas Co. of 
Chicago. 


Tamco Corp. appoints three 
regional sales managers 

Robert W. Ray, J. V. Dean, and 
R. A. Bedau are regional sales man- 
agers for the Tamco Corp., it was 
announced recently. 

With headquarters in Petaluma, 
Calif., Mr. Ray will manage the 
northwestern Rocky Mountain area, 
excluding Colorado, while Mr. 
Dean, based in Los Angeles, will 
cover southern California, Arizo- 
na and New Mexico. Mr. Bedau 
will operate out of Muskegon 
Heights, Mich., through a terri- 
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MIN. LOAD 5 = 
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keen interest in better farming 1 
planted 
LP-Gas to do it 


RALPH BRANDON KNOWS COTTON II! 
100% LP-Gas fuel. This 
equipment... and Brandon 


UMMER SLUMP NOW 


Ralph Brandon’s carburetion program did it! \ ... 


otton is plowed flame 


sold the 


and the other at commercial accounts, has revolutionized the LP-Gas bu for Ralph Brandon, Beard 
dealer in Shreveport, Louisiana. A long time gasoline clistributor, Brardon already knew how to sell com 
mercial and large farm accounts. Recognizing that LP-Gas heating load ere highly sonal, he set 
up an LP-carburetion program and started calling on his old olin IStom Poday 95% of 


Brandon’s LP-Gas sales are for non-heating purposes 


To make this aggressive program work, Brandon has installed B 


LP-Gas filling stations at customer location placed larae lorag n 
plantaty ns and encouraged the use of truck and trailer mounted B ] 
field supply tanks to service tractors and irrigation engines. In add 

he has taken an active part in stat icultural councils and field dem 


onstrations. A full-time carburetion man calls on large truck 
and industrial firms 

75% OF THE TRACTORS in Brandon’s territ have been cor ‘ 
LP-Ga The ret ha been installation of idequal torag or 

use Of mobile field supply tanh ind good rvi on conver 


TURN THE PAGE TO SEE HOW 





cultivated, pick 


pron tlack 


BEAIRD 


DEALER FILE #336 


Brandon Monthly Sales 
) Average National Sales 





thods h onve 
d, haul 


rted many big plantations to 


LP-Gas fueled 


PEAK SEASON 





d to gin and ginned by 






one aimed at agricultur 





BRANDON HAS BEAT THE SUMMER SLUMP 


















50 CENTS AN ACRE | it Costs to n cotton with DROUGHT holds no terror for irrigated crop Thi 


this tla ultivator. Hand cotton chopping runs twice modern irrigation system draws from a nearby bayou 
this figu if you ret the labor. P features of where an LP-Gas-tueled engine pumps up to 120,000 
{ It ti ie the 100 job it does on every gallons of water per hour. A’ Beaird unit-mounted 
ro inal at umulated effect of clear ultivation LP-Ga ystem ts used as fuel supply 





THIS 8,000-GALLON Beard pachaved storage HOMES Stil! need heat and Bran FORK LIFT TRUCK conversior 

plant is the heart of a two-pump filling sta don sells them too, This busi ell LP-Gas to industrial plants 

tor that f | fleet of ’) mixer ind nm is important to the overall< I hie LP-Gas-fueled material 

Trtich hi t record how tuel cost down LP-Gaa prelure a it take up handling units cost | lO Opel 
mce Brandon converted them to the drop that follows harvesting ate and maintain 

1 P-Ga and cold weather slow-down in 


building 


Brandon's industrial program is less than 3 years old... 


Beard is working every day with Dealers throughout the country to build year ‘round sales into thei 
LP-Gas business. Put this experience to work for you ask your Beard representative. 














TWO BEAIRD Challenger LP-Gas Filling Station ire used to fuel this cement mixer. One of a seventeen mixer 
fleet, this truck bas both mixer and truck engine converted for LP. Two filling stations are used to provide a 


eparate accounting of fuel used in the truck and tax-tree tuel for the mixer 


THE J. B. BEAIRD COMPANY, INC. 


f ? +4 y 


Shreveport, Louisiana Clinton, lowa Stockton, California 
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REPRINTS 


from BUTANE-PROPANE 


News 


...tohelp you sell— 


to guide your staff— 


These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 


dicated. 


Quantity discounts (same reprint) 


10 to 49 copies, 20'% ; 50 copies and up, 30‘-. 


(Check should accompany order) 


Agricultural 


Agricultural flaming (March, 56} 16 page 
Whirlwind in a feathe: 
factory (Nov., '55) 4 pages 


Propane cuts cost of weed 
control on railway rights 


of-way (March, 
Industrial 
New savings in propane 

torch metal cutting (July, ’ 


Plumbers’ furnaces provide 
hot market 

LPG helps 
highway 


(April, 
urface Nebraska 


Power 
America’s leading industries 
use L.P. gas fork lift trucks 
(May 
Full report on Chicago’s 1050 


propane buses (July, 
Douglas industrial trucks 

show quick saving of con 

version costs (April, 


LPG precools California 
crops 

Small bus fleet articles 
(San Antonio and 
Wichita) (Aug 

His “Carburetion Fingers” 
pay off (March 

My same-sized crew services 
twice the fleet 
version to LPG 


(March, 


& Sept ” 


Since con 


(Sept : 

Heating 

This fantastic infra-red heat 

Selling LPG heating beyond 
the mains — the story of 


(Mare 


"*b6) 2 


( April, 


page 


7) 2 page 
"h6) 6 page 


*)6) 1 page 


D7) & pages 2 


DO) & page 


56) 4 pages 


Tae 
D6) 4 payes 


56) 6 pages 


’56) 2 page 
, 


57) 2 page 


h,’57) 8 pages 


Cookgas ( Nov hb) 4 payes 
Degree day counter saves 

the day (June, 56) 2 page 
We can have schools for less 

money, with gas heat (Dec., '55) 4 pages 
General 
The house trailer problem 

is nearer solution (July, 57) 6 pages 
Trial by fire (March, ’57) 2 pages 
Look for new highs in 

LPG sales in ’56 (Jan., '56) 4 pages 
Is the insurance picture 

better? (May, '56) 6 page 
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The inside story 





of America’s finest 





automatic water heaters 




















Glasstined 
and Galvanized 
in Upright 
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Table Top 

Models 

co The off-center 
= flue makes the 
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difference 
SES off-center Flue 


Travels the Heat Further 


Extra Heavy Insulation 
[a Fe isis Heovy Ovter shell | 
RE Exo Heavy Bottom Pon 
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Combination Thermostat 
and Safety Pilot 


with Built-in Filter 


2, 
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JOHN WOOD COMPANY 


Heater and Tank Division 
Conshohocken, Pa. * Chicago, Ill. * Red Oak, la. 










































tory including his own 
it Wisconsin, Illinoi 
diana, and Kentucky 

Tamco national 
ministrative offices are 
fael, Calif its factor 
topol 


of 


r, 


; 


ute a We 
Ohio, In 
and ad 
at San Ra 
Seba 


The appointment 
Mohr, chief enginee 
ales manayer of Gaffe 
division of Utility 


Mohr is assistant sales chief 
for Gaffers & Sattler division 
Clifford 


1) 
istant 


& Sattler, 


Appliance Corp 





Herbert 
president 


vas announced recently by 


Leo, eXecuUtlive vice 
and general manager. 


Mr. Mohr, before joining Gaffe: 


& Sattler in 1952, was associated 
for five years with the Pacific 
Coast Laboratories of the American 
Gas Association. He will continue 
as chief engineer for Gaffers & 
Sattler. 

The appointment of Ralph Lar 
sen as northern California repre- 
entative of the Gaffers & Sattler 
and Occidental divisions was also 
announced by Pete Chabre, sales 


manayer, 
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pumps 
utes as compared with one hour and fifteen minutes for the smaller units 


Blac 
tion for 
HEAVY 


completely isol 


_ Listed by Underwriters’ 
Laboratories, Inc 


ae 


LONE STAR GAS delivers 20% greater load 
in 40% less time with BLACKMER PUMPS 


A three inch Blackmer Model TLGL3 Liquefied Gas pump delivers the 
6,500 gallon load of the Lone Star Gas Company's new propane trans 
port at the rate of approximately 120 gallons per minute 
with a delivery rate of 40 gallons per minute by the smaller (3,700 gallon 
transports in the Lone Star fleet, equipped with conventional two inch 


This compares 


Unloading time for the larger transporter is approximately 60 min 


their 


DUTY 








« ATLANTA « 


kmer Rotary Pum; 


CARTRIDGE-TY PI 
control shalt leakage 
eusily replaced and 1 
LIDING VANES which 
over unu ially 





ed 
jul 


long-life in 


for handling liquefied gases have an outstanding reputa 


ANTI-FRIC¢ 


ited from the 


nda 


ice and their 


TION BEARINGS 


MECHANICAI 


protect the 


' 
ire 


re 


' 
iong pero | 


pumpage 





SEALS 





bear 
idjustmen 


elf-adjusting 


ervice 





low maintenance costs. They feature 


located on both sides of the rotor and 





located on both sides of the rotor to 


igs from the pumpage. These seals are 
t after installation 
for wear’ to maintain high efficiency 


"liquid materials handling’ equipment 


, 


DIVISION SALE 


f f \. 
L| | 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


sf if i aie 








J —__)} 2S. i 





S OFFICES 


CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON « SAN FRANCISCO 
See Yellow pages for your local sales representative 








Mr. Larsen, former manager of 


the Frank Edwards Co., San Fran 


cisco appliance distributors, will 
take charge of distribution for 
both divisions’ built-in ranges 


Rutherford is regional sales 
manager for Temco Inc. 

Temco Inc. has appointed R. EF. 
Rutherford Mid-south 


sales manager, according to an an- 


regional 


as 


nouncement by Cecil B. Oakley, 
sales manager of the firm. 
Mr. Rutherford has been active 


in the gas industry in the southern 
states for the past eight years and 
more recently has 
Squibb-Taylor Co 


represented the 


Te 


Bill Rutherford Alvin Levy 





Alvin Levy is eastern manager 
for Mutual Liquid Gas 

of Alvin Levy 
as eastern manager for Mutual 
Liquid Gas Equipment Co. has been 


The appointment 


announced by Joseph S. Fagan, 
president. Headquarters for Mr 
Levy will be in Chicago where 


preparations for the opening of an 
office and warehouse are now being 


made. 

Mr. Levy has been associated 
with the L. P. gas industry for 
more than five years. He was for- 
merly with Hicksgas in Chicago 
where he held the position of assis- 
tant sales manager. His work with 
Hicksgas included sales of both 


fuel and equipment 






H. Emerson Thomas promotes 
Meyer to chief engineer 
Warren J. Meyer 
pointed chief engineer of H. Eme) 
& 
announcement 


has been ap- 
accord 
H 
Thomas, president. M1 
Arthur E. Wastie 
October l 
an l 


Thomas Associates, 
to 

Kkmerson 
Mever 
who 


Mr. 


supery ised 


son 
ing an by 
replaces 
resigned effective 
Meyer 
the 
liquefied 


has designed 


installation of nu 
pet roleum yas 


and 


merous 


nts systems 


ammonia pla 


and 
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UNITROL 406 


' The mode 0K 
a prestige control fo 
| A 


f eo nit prestige water heate 












where you must justify 
a higher price to the 
istomer. Features a 
greater capacity 
39,000 (natural ga 
BIU per hour! 








step up 
water heater 
sales and 


dependability! 


UNITROL 200 
Four controls in one 
heater sales volume at every rung smart appearance 
of the ladder from low priced aa enables you to trade up 
leaders to higher priced, ; tron me pyres a 
profit-packed, prestige models lass to a higher prof 


medium-pric ed Dracket 


You can step up your water 


Start with the economy and 
dependability of the smart-looking 
UNITROL 110...step up to the 
more attractive UNITROL 200 for 
medium-priced water heaters 
and then to the top for “the modern 
look” of the new UNITROL 400! 
A point to remember—when you 
sell a prestige water heater, overall 
appearance and dependability 
must justify the extra cost! UNITROL 110 
Start with the control! 


x 





¥ ipa 
he neti 
aut it hut 
pilot and Th 
snap actio 
Specify Robertshaw-Grayson controls tat, pilot 
7 ane off ‘ 
from the bottom to the top! ent and pilo 
te a 
t. attractively 
| anew 
shed gray 
finish! 


Robertshaw Fubtin # 


CONTROLS COMPANY 


GRAYSON CONTROLS DIVISION * LONG BEACH, CALIFORNIA 






































Dallas Tank Co. announces N. M., has also joined Dallas Tank 


several executive promotions as manager of its Dallas 
ls 
plant 


factory 


Several executive 
Dalla 


nounced recently by 


promotions in 
Tank Co Ine were an 


Samuel B. Ba 
| Temco Inc. appoints Ewing 


as regional sales manager 


len, chairman of the board 
C, Edwin Ponkey, who joined the 


company in August as general man Temco Inc, has appointed Robert 
istant to the president i 


as been elected president 


ayer and a 


Kewing as mid-Atlantic regional 


Henri ales manager, with offices in Wash 
Jennings has been promoted to vice 
president of LPG sales and Allen 
Peairs has been elected vice pres 


ington, D. C. This was announced 
recently by Cecil B. Oakley, sales 
manager of the firm 

ident of custom sales Mr. Ewing has been associated 


George Cook, formerly of Clovi with the gas industry for the past 











SHUT OFF 
VALVES 


for tank and tractor 
fill hose assemblies 

















825 %”" 
825A a" 
825B %” in.x 2” out. 


826 %" 
826A 2" 


with excess flow 

826B %” M. x %" Fe. 
8260 4" M. x a" Fe. 
826D 1M. x %" Fe. 
B26E 1° M. x" Fe. 


PROVEN FEATURES 
THAT YOU'LL LIKE 


B26F 4" M. x %" Fe. 
B826G %" M. x Vy" Fe. 
B26H 1° M, x %" Fe. 
826) 1M. x Vo" Fe 
826K %” Fe. x a" Fe. 


Boss on outlet side for bleeder or hydrostatic valve 
Quick opening stem 
Easy replacement of stem and seat disc assembly 


Won't rust. Durable bronze construction 





Triple “O” ring construction to prevent leaks 


* Built-in excess flow valve available on angle valves 


2 


ee 105 COLE STREET, DALLAS, TEXAS 


LOOK TO RONEY FOR LP GAS AND NH, EQUIPMENT 


















20 years, and has held positions 
as district manager for the Hard- 
wick Stove Co. and the George D. 
Roper Corp. 





4 


ame 


P. F. Bruning 


Bruning heads Holly-General's 
manufacturing, heating plant 

W. J. Keegan, president of Holly 
General Co., a division of the 
Siegler Corp., announces the ap- 
pointment of Paul F. Bruning as 
vice president in charge of manu 
facturing, heating and air condi- 
tioning plant, Pasadena, Calif. 

Mr. Bruning is a registered civil 
and mechanical engineer. 


Ransome's McEneany promoted 
to executive vice president 

Edward C. McEneany has been 
named executive vice president for 
Ransome Co. of Emeryville, Calif. 

Mr. McEneany, general manager 
of the company’s liquefied petro- 
leum gas division for the past five 
years, assumes new responsibilities 
as executive vice president for the 
entire company operations. 







Sprague Meter's Smith relocates 
office in Kansas City, Mo. 

James W. Smith, sales engineer 
of the Sprague Meter Co., formerls 
located for seven years at Tulsa, 
Okla., has moved his headquarters 
to 5313 Aberdeen, City, 
Mo. 

Mr. Smith’s new territory will 
cover Missouri, Kansas, Nebraska, 
Colorado, northern Oklahoma, and 
southern Wyoming. 

Ray Fogelman, sales engineer of 
Sprague’s Houston office, will cover 
Oklahoma. 


Kansas 


southern 








Cribben & Sexton promotes 
Gauthier to factory manager 
Wilfred S. Gauthier has been ap 
pointed Cribben & Sexton factory 
manager in charge of manufac- 
turing operations at all three com- 


plants—Chicago, Michigan 


pany 
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‘ : : Season’s 
+ Greetings 


and 


Best Wishes 
for the 


New Year 


Sinclair Oil and Gas Company SINCLAIR 


Liquefied Petroleum Gas Sales Department 
Sinclair Oil Building, Tulsa, Okiahoma A Great Name in Oul 








Cit Ind., and Independence, Ka MicCalfre chairman of the board 
Wendell ¢ Davis, presid and = chiel executive officet an 

nt r" nounced 
Ir. Gauthier | ith Crib Mi Jenk cceed Peter \ 
en tol 1944 and h Moulder, ho retired as president 
' ) dent during and who also resigned from the 

} ‘ " board 

Mr. Jen! began his Harveste 
career as a clerk in the Richmond 
ales office in 1914. He worked hi 


F 


. W. Jenks is president of 
International Harvester Co. 


ip until he was elected vi 


ident, merchandi 








pre ing service 
Kran! W Jenk rmer| OME j in 1944. and elected executive vice 
tive i president lute) tion: president in May 1956, He has been 
Harvester Co is re tly elected ns member of the board of director 
pore ident of the compan John ¥ ince Februar 1952 
WA MAGNETIC ote 
Ld ( be / 
“MWh Gy pws ; 
on F Y 
In appearance, in workmanship, in daily 
use VISIBLE Float Gauge, the ‘‘eye 
of the tank" reflects precision and 
( quality at a glance! 


Efficient, uninterrupted service is the record 
of the versatile VISIBLE family 


known far and wide as 





“\ DVANAANA Af the Cnet wetle 


MEEDER EQUIPMENT CO 
1745 N. EASTERN 
LOS ANGELES 
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ce @-8-?- OR A112 


ODELL GLASS CO DALLAS 2545 SUMMER, MEMPHIS 


1277 HARDEE ST. WN. E£ 
ATLANTA 


1213 § 
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‘ 


Mr. Moulder’ 


brought to a 


retiremen 
clo e@ a Career of Vi 


years with the company. 


Drake & Townsend elects 


Wastie a vice president 
Arthur E. Wastie, 


and engineer, 


a professional 


licensed was elected 


vice president in charge of engi 


neering by Drake & Townsend Ine 

Mr. Wastie ha 
the field of 
and L. P. gas foi 
ing and supervi 
tion of L. P. ga 


ammonia plants for 


been active in 


manufactured, natural 
25 years, de 


the 


and 


ign 
ing construc 
anhydrou 
the past eight 


year 






“a, . 
W. J. Chappell A. E. Wastie 


Chappell is general product 
sales manager for Bryant 


The appointment of Will J. Chap 


pell to the newly created position 


of general product sales manage 


for Bryant Manufacturing Co. ha 
Clary, 


general ale 


been announced by H. L 


vice and 

manager of the company. 
Mr. Chappell, who has been 

duct 


president 


ales manager at Bryant’ 


head juarters offices in Indianapoli 
over sale 
fired 
manufactured b 


since August 1956, takes 
supervision of all gas and oil 
heating 


Brvant. 


product 





Charles Bollinger 





Ame 

York, died at 
bury, Vt., 
illne 
Mete; 


and wa 


Charle Bolling r, 84, of 
Meter Co., New 
Shaft 
tember 25, after a 

He joined the 
Albany in 


fered to New 


can 
his home in Sep 
brief 
‘ 

American 


1X98 


York 


(Co In 


tran City in 


1925. A well-known figure through 
out the gas industry, he was active 
with American Metei ntil 4 
cently 
Ae eI coats 
(eer me *! ly |, ome fl 
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Pound's Gas: 150 power customers, 150,000 


gal. every month, 6 cents profit per gal. 


By STANLEY L. ENGLEBARDT 


An L. P. gas-powered sprayer is shown at 
work below in a citrus grove near Winter 
Haven, Fla. The tractor is also powered 
by LPG 


Py ND’S Agriculture Gas Inc., company, and was not taken away 


Winter Haven, Fla., deliver from other dealet 

close to two million gallons of L. P When Don Pound started the 
gas per year, and has no winter L. P. gas company about four year 

ummer load balance’ problem ago he did so to help merchandise 
Month after month all year around farm machinery sold by his tractor 
deliveries run close to 150,000 ga company—a farm equipment agency 
Most of. thi l new busine n Winter Haven. He figured that 
volume that was created by the by offering a “package” the equip 
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Iysnad for tractor model: No wonder LPG 


ce ley 


ever 


of I i 


have 


the wheel fit: 


learned to « pect 1 pe rlect fit 


Western Tarik 


tise 


treme) 


of i Western tank 


close 


and your customer 


of 


tolerances everytime. For 


(, 


We 


clo 


pe rio}? 


tern is the nation 


tanks to. trac tor 


tolerances ine 


motor fuel or tractor tank 


MOTOR FUEL & TRACTOR TANKS 


WE 


‘ERN TANK AND STEEL CORP. 


LUBBOCK 


satistac tion 


your 


just as Western Tank: 


ke idins 


manufacturer 


ily i\ 


| ncinecre cl picts 


qu ility by specifying 


DALLAS 


your protection 


always be 
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For the 

your 

Box 1338 

lubbock 
assees. £45. 


Western 


or 


name ond address of 


Distributor, write 


coll PO 5.9474 





There's a Western Distributor selected, for dependability and knowhow, near you! 


Western Distributors are located in the following cities 


CHICAGO ®@ KEARNEY, NEBRASKA ®@ CHICKASHA, OKLA. © LIBERAL, KANSAS 


DALLAS @ 





LITTLE ROCK @ DENVER ® OKLAHOMA CITY © EDINBURG, TEXAS 


PHOENIX @ KANSAS CITY @ SIKESTON, MO. ® ST. LOUIS 
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While there are few LPG dealers who could duplicate the type of 
operation that Pound's Agricultural Gas Inc. has developed, almost 
every dealer in an agricultural community could benefit from increasing 
his activities in the line in which Pound's specializes. This is supplying 
fuel for the outdoor uses on the farm. 


Many of the methods used by this company to develop extensive on 
farm uses for propane can be adapted to almost any other territory 
or any other type of LPG operation. In any case, it will help to make 
big customers out of little ones, and will aid materially in balancing the 


seasonal loads. 


That the Pound operation has never been unbalanced, and has never 
had anything but large customers, is an accident that resulted from 
unusual geographic and climatic conditions, and from the circumstances 


Surrounding the start of the activity. 


ment, conversion to LPG, and LPG 
service—he’d have a better selling 
program 

He was right. So right, in fact, 
that today the LPG firm is as im 
portant as the 
Mr. Pound has 


tractor company 
built an unusually 
LPG business that brings 
in substantial profits each year 
The company operates just two 
trucks (with one driver for each 
truck) and one storage depot. These 
facilities are ample because his 
total number of customers is 150 
But Pound’s delivers 150,000 gal. of 
LPG to these accounts each month 
And with an average profit margin 
of 5% 
break point somewhere be 
tween 70,000 to 80,000 gal., it’s 


to 6 cents per gal. and a 


even 


evident that the company’s concen- 
tration on large farm users has 
proved highly lucrative. 

Just about every one of Pound's 
150 customers is engaged in citrus 
growing. Winter Haven, located in 
Polk County, Fla., is in the heart 
of the citrus belt and the surround- 
ing area is a panorama of orange 
and grapefruit 
orderly rows. 

From the grower's 
one of the principal problems of 


trees set in long 
standpoint, 
citrus growing is protecting his 
trees against the many insects and 
fungus that can lay waste a grove 

or an entire citrus growing area 
In recent years the Medfly—Medi 
terranean Fruit Fly—has been the 
No. 1 enemy during the summer 
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truck fills 


A Pound's Agricultural Gas Inc 


near Bartow, Fla 


order to make the chemical prote 
tion effective If too much time 
elapses between the spraying 
one section of the grove and at 
other, the chemical may be washed 
off by rain and thus leave the tree 
vulnerable to new infestations fron 
the unsprayed area, That means the 
grower must use mechanized equi} 
ment capable of covering a large 
area in a day 

Another factor is the size of the 
trees and the distance 
them. The 


orange tree grows to a height of 


betwee! 
average grapefruit: o 
somewhere between 20 and 40 ft 
The tre are 1S te 
25 ft apart, which means that the 


planted about 
branches of a mature tree will 
come within a few inche of the 
branche of the mature tree next 


to it 





a 1000 gal. LPG tank for a power customer 
Pound's has approximately 150 such customers 





months although a host of other 
pests and parasites, if given the 
chance, will attack the trees at al- 
most any time. 

The grower’s principal defense 
against these parasites and pests 
is almost constant chemical spray- 
ing. But 
by the 


groves 


spraying is complicated 
physical layout of the 
First of all, the groves are 
usually quite extensive, meaning 
that the grower must cover a fair 


amount of territory in a day in 


High pressure sprays are needed 
to insure that the chemical will hit 
of the tree 


in-between branches 


all parts top, side and 
for adequate 
protection. 
Experience has proved to the 
citrus growers that the most effec 
tive method of spraying a grove i 
to use a high pressure sprayer, op 
erated by an internal combustion 
engine, pulled by a fairly fast trac 
tor. With the groves laid out iy 


traight orderly rows about 25 ft 


93 





























With both the sprayer and tractor engines 





converted to L. P. gas, citrus growers like 
this one can fuel both engine tanks from 
one portable fuel tank. A 120 gal. LPG 
tank mounted in this pick up does the 


ob here 





apart it possible to move down a 


row at about Zo mph and still covei 


the tree thoroughly. 
But fuel consumption with thi 


pe of spraying is high—and with 


» internal combustion engine 


orking together the sprayer’ 


and the = tractor’ it’s far more 
economical for the grower to use 
one type ol fuel Furthermore 
vorking at high speeds and ovet 
extensive area necessitate field 
re-fueling and it is easier for th 


{ { 


grower lo equip va pick up truck ae) 









delivers 


Pound's 150,000 gal of LPG every 
plant at Winter Haven, Fla 


month with only two bulk trucks 


One of the trucks takes on a load above at the one storage 





deliver one type tuel than two 


Until recent yea the majority 
















of the growers used gasoline-driven 
tractor and prayel Pound’ 
fractor Co. prefers for this work 


Model 115A 


317 industrial engine, 


Lhe Cardox 


ith a bord 


sprayel 


ind this model comes through trom 
the factory with a= gasoline-opet 
ted engine \s a result the grow 
ey purchased gasoline operated 


Lractol Irrigation equipment, and 
truck , Loo 


Don Pound, specializing in Cas¢ 
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tractors which come optionally fa 
tory-equipped for L. P. gas, de 
cided that by 


package” he 


offering an LPG 
could not only in- 
rease his own sales of Case equip- 
ment but save the growers money 
it the same time. Today, as a re 
ult of LPG promotion, about 95 
per cent of the equipment sold 


through the tractor company i 
equipped for L. P. gas 

Don Pound explains why LPG 
proved to be an immediate succe 


\ sprayer burns about 50 to 60 


yal. of fuel a day. We can show the 


yrowers and caretakers savings of 
about 10 cents a gal. on the sprayer 
alone—and up to $9 of savings a 
day on a tractor and spray machine 
unit. Of course we prove to the 
growers that the more equipment 
he puts on L. P. gas—his trucks, 
harvesting 


irrigation pumps and 


equipment—the bigger hi aving 
ill be.” 
Mr. Pound converts the sprayers 
and other equipment at his own 


ervice shop in Winter Haven, in- 
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the 


regulator, 


stalling on Cardox sprayer a 


Zenith LPG 
carburetor and two 30 gal. tanks 


vaporizer, 


This is a standard conversion used 
on many Ford industrial engines. 

The next step is to set-in a 1000 
gal. tank at the grower’s tool shed. 
For field Pound 
either a 300 gal. portable tank on a 
trailer truck or a 120 gal, tank on 
the grower’s pick-up. These are 
filled the 1000 gal. tank for 
delivery of LPG to the sprayer and 
tractor in the grove. 


deliveries installs 








from 








To make grower’s 
the and 
their entire cost can be paid off by 
the addition of a small amount 
each gal. of L. P. 
the grower. 


payment for 


conversion tanks easie! 









on 
gas purchased by 
For instance, Pound’ 
price of L. P. 
gal. If the 
portable tank—a 
for 


average sale 
15 
buys a 


tank 


us 1S 
yrowel 
120 





cents per 






yal. 
for in 
Pound sells the fuel to him 
for 16 cents per gal., applying the 
extra 1 cent per gal. to the cost of 
the tank, 

the token the 
can pay off the original conversion 


grove delivery, 





stance 










By same yrowel 








at the rate of 10 cents premium pet 
gal. of L. P. These premium 
payments continue until the conver 
sion or tank off. In 


are made out 








yas. 

















cost 1s 





paid 














general, the payment 
of the 
the switch. 











grove owner’s savings 





on 




















This becomes a potent 














point in making sales. 














The advantages to the LPG deal 
. Mr. Pound offe 


Casy 











er here is obvious 
the 











growers an and 





iInexpen 
































sive way to convert to LPG; at the 
same time he is making sure that 
the grower will purchase his fuel 
from Pound’s Agriculture Gas Inc 





the 


chances 


Once in 





habit of buying from 
the 


will not wish to change his 











Pound's, 





are yrowetl 





source, 





As Don Pound explains, “because 











we deal strictly 





in bulk deliverie 
large bulk at that 






































we are able to 
offer excellent service. With onl: 
150 customers we can regulate ou 
leliveries so that there’ littl 
chance of a grower running out of 






fuel in the middle of a working day. 


Even SO, We 


























are presently investi 

gating microwave radio units fo 

our two trucks just to make sure 

that we can get LPG to a growe) 
if he needs it in a hurry.” 

Although the peak months fot 

praying are from February to 











On tober, there is 





still a big demand 
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Conversions to LPG are made at Pound's own carburetion shop in Winter Haven. Cost of 

conversion is financed by adding to the price of the LPG 

for LPG in the winter months a cal spraying is playing an increa 

the tractors and other LPG equip ingly important role in agriculture 

ment are used for picking the fruit today——not only in the citrus grow 
For a specialist, this mean ub ing industry but in every phase of 


tantial business on a 12-month farming 

basis. More important, however, |} The farmers in your area might 
the fact that a general dealer of be planning to spray next immer 
LPG can get in the act, too. Chem! too; it’s worth a look * 





Don Pound started his L 


Today, 95 per cent of the equipment sold by his equipment company 


ago to help merchandise tractors and 


P gas business four years 
other farm machinery 
is equipped for L. P 


gas 
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Is there a 
tractor dealer 
in your life? 


By CARL ABELL * Editor 


LMOST every L. P. gas deale 
A in the Great American Farm 
elt can look out over the field 
and see thousands of gallons of 
potential farm power fuel sale 
that he is not getting. At the 
winter/summe! 


ame time his 


load ratio is a pressing problem, 


ind he is turning down desirabl 
heating accounts because he can 
not be sure that he will have 
enough gas, come winter, to sup 
ply those custome) The mean 


of improving the load balance and 
enabling them to take on those 
extra heating customers, thus in 


creasing total volume, is right at 


hand Practical problem that 
these dealer have not yet an 
wered stand in the way of a 
complishment 

These practical problem are 
many«and varied, but they have 
one thing in common-——they have 
ill been answered omewhere 


And because the answe) have 
been found, they can be adapted to 
the different conditions that apply 
to different territories and differ 
ent dealerships. In the main these 
problems boil down to a few cate 
yore lack of experienced and 
trained help to handle conversion 
problems; problems arising from 
the use of two fuels on the farm; 
financing of conversions and stor 
age equipment; and lack of in 
yenuity and know-how in selling 

For dealers who are not getting 
their needed volume of power fuel, 
we recommend a thoughtful read 
ing of the article on Pound’s Ag 
ricultural Gas Ine., at the begin 
ning of this department. It hap 
pens that this is in Florida, and 
that Pound’s has a very special 
situation. But don’t write it off 
because the climatic, agricultural, 
and economic conditions are dif- 
ferent in your area. The Pound’s 
operation would not have been 
possible without developing the 
solutions to problems which apply 
throughout most of the United 
States. And while Mr 
started as a farm equipment 


Pound 
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dealer instead of an L. P. gas 
dealer, there is nothing wrong 
with a deal whereby a tractor 
dealer and an L. P. gas dealer 
work together to accomplish the 
results shown in the article. In 
fact, there are several cases on 
record in which that is exactly 
what happened. 

At this time it would be difficult 
for an established LPG dealer to 
accomplish comparable — results 
without getting one or more trac- 
tor dealers into the act. The great- 
est problem is to get a tractor 
dealer to see that an LPG promo- 
tion program will give him a big 
advantage over his competitors. 
To see why this is so, let’s take a 
brief look at the tractor business. 

All of the leading farm tractor 
manufacturers now market trac- 
tors that are closely competitive 
with each other from the stand- 
point of power, mechanical details 
and labor saving features. Com- 
petitive selling therefore genet 
ally boils down to mechanical dif- 
ferences, trade-in allowances, ser 
vice facilities, and the intangibles 
of service superiority, dependa 
bility, etc. The few really good 
tractor salesmen earn their beans 
by selling “better farming meth 
ods,” including related farming 
equipment. In this respect there 
are less differences in the per 
formance and economy of current 
lines than the dealers or salesmen 
are willing to admit. They get 
their volume by selling modern 
methods and equipment that will 
do what obsolete methods and 
equipment will not do. They are 
competing with the past instead 
of the present, and on that basis 
they can win if the deal can be 
financed 

The farmer's fuel bill for power 
is generally the largest single ele- 
ment of his cost of production. It 
offers one of his few opportunities 
to save on cost without losing in 
come. Let’s look. If he saves on 
fertilizer, insecticides, cultivation, 
irrigation or quality of seed, his 
crops are less and his income 
lower. You can go right down the 
line and classify all of his ex- 
penses as they affect his produc- 
tion and his income. There are 
only a few that offer the opportu- 
nity to save without losing. The 
greatest of these is power fuel. 
And 9 of 10 tractor dealers are 






not doing anything about it. 
Now we come to the place of 
L. P. gas in this picture. All of 
the major farm tractor manufac- 
turers and most of the majo. 
manufacturers of farm 
equipment offer most of thei 
models with optional fuel systems 


power 


gasoline, diesel or LPG, where 
they are applicable. There is no 
other feature in any of this equip 
ment that offers the farmer such 
a high potential saving of ope) 
ating costs as the use of L. P. gas 
What does the average tracto) 
dealer do about taking advantage 
of it? Absolutely nothing. The 
majority of tractor dealers do not 
even carry LPG models in stock. 
There have been plenty of case 
in which the dealer did not even 
know where to find his catalog 
material and prices on his_ pr 
pane-powered units. Some dealers 
recommend against the use. of 
LPG, even in areas where its use 
would be highly profitable to the 
customer. In the majority of farm 
equipment agencies they will sell 
the LPG units if the customer 
demands them and is willing to 
wait while they are ordered and 
shipped from the factory. 

This condition is improving 
but slowly. And without the ac 
tive support and participation ot 
the farm equipment dealer, exten 
sion of the use of LPG farm 
power is going to bog down. Sel 
ing in large volume without thi 


support is a bigger job than ca 
be handled by a great many rura 
L. P. gas dealers. It takes tean 
work that does not now exist to 
get the job done, and few tracto) 
dealers show any inclination to 
promote that team work. The 
LPG dealer must therefore do it 
There are several reasons why 
the majority of tractor deale 
have not been aggressive in sell 
ing LPG-powered farm equipment 
First, the change of fuel present 
problems with which they are not 
familiar. Local gasoline distrib 
utors do not look with favor on 
the loss of this gallonage, and do 
what they can to protect the! 


‘ 


vested interests and most o 


these gasoline distributors are 
long-time friends of the tracto) 
dealers. Then, too, no manufac 
turer of farm equipment has vet 
done an adequate job of selling 


his dealers on the advantages « 
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LPG, or of training the dealers’ 
sales and service people. Without 
knowledge and enthusiasm the 
program will always be passive, 
There are also the practical prob 
lems involved in getting the fuel 
to the user. If a farmer buys one 
LPG unit to operate along with 
one or more gasoline units, he 


must be equipped to store and 
handle two fuels. This is incon 
venient and unduly expensive un 
less conditions are such that the 
LPG unit can be supplied from 
the farmer’s domestic tank. Many 
of the best for LPG 


tractors do not have domestic 


prospects 
tanks they use electric appli 
ances in their homes. 

It all adds up to a tough selling 
ob. The customer must pay more 
for the LPG-powered unit, and 
make a 


investment in fuel 


then he must generally 
considerable 
facilities. In many cases, several 
hundred dollars must go into a 
storage tank and transfer equip 
ment. Sometimes the farmer also 
needs a portable fueling unit on 
a truck or trailer to service the 
power equipment right on the job 
Whether this equipment is leased 
loaned, or purchased, the farme) 
must eventually pay for it. Obvi 
ously, he will not undertake thi 
extra financial load unless he see 
that it will return him a substan 
tial saving. Almost always, he wil! 
be more willing to do so if the 


He will alse 


be far more willing to go into 


financing is painless. 


such a program if he can see that 
the payoff is quick, and can be 
made out of savings in operating 
costs. The ideal selling situation 
is, “it pays for itself out of say 
ings, and does not require an in 
vestment.” 

The quickest way to pay off the 
cost of what it takes to use LPG 
in the farmer’s power equipment 
is to put all of it on LPG. That 
means either the replacement of 
all gasoline power units with new 
L.PG-operated equipment, or the 
conversion of those that it will 
not yet pay to replace. Someone 
must sell the new LPG-equipped 
tractors and 


power equipment 


Someone must sell the conve 
sions. And someone must sell the 
fuel storage and dispensing equip- 
ment, or at least a “deal” that will 
make the fuel available to the 
satisfactory 


farmer at a price 


DECEMBER, 1957 


Who should = do variou 
jobs? The people who can make 
them. 


candidates the 


these 
money out of There are 
three possible 
tractor and implement dealer, the 
LPG dealer, and possibly the in 
dependent garage or automotive 
service shop selling LPG carbure 
tion, 

The conversion of the engines 
that are not to be replaced is the 
There may be several 

different 
models involved in the deal. The 


“sticker.” 


engines of makes and 


conversion must be done by some 


9° 


rganization that is able to take 
them all as they come, and do the 
job right. Somebody must know 
quite a lot about engines and cat 
buretion to handle this assign 
ment. Who will it be? The three 
possible choices are listed above 
and in your particular situation 
it may be any one of the three 
Whichever way it works out, the 
coordinating factor is the finan 
ing plan. And at least in the early 
stages of the program, that i 
generally up to the LPG dealer 


But always there must be a trac 


leads the way 


to better 
carburetion 


With Complete Coverage 


7 Model Regulators 
82 LP-Carburetor Variations 
37 Model Carburetor Adapters 
12 Model Solenoid Valves 

7 Model Hose Adapters 

9 Model Bowl Adapters 

5 Model Fuel Filters 


Plus Fittings, Hoses, Clamps, Analyzers, etc. 


BEAM PRODUCTS MFG. CO. 









tor and implem« nt dealer in the 





liing to coopet 


picture who 
ute ayyressively by promoting the 
ale of his LPG mode! 

Looking at it 


from the stand 


; 


point of the tractor and imple 
what has he to gain 


1] you 


choi e of fuel 


ment dealer 
Most of 
the ( 


them will te that 
tome} 
not of yreat 


interest to them, be 


CAUSE they can upply 
fuel and the dif 
ference in profit to the dealer | 


Most of them consider the 


engine 


‘ quippe d for any 


minot 
difference in mall to 


offset the extra 


profit too 
work and trouble 
| 


involved in making the ale 


there is too much else involved 
The think only in terms of the 
immediate sale—not in terms of 
the overall effect on their busi 


ne They overlook the fact that 
au dealer who will specialize in 
elling equipment that operates at 


considerably lower cost has a big 


competitive advantage over the 


other dealers who will not meet 
the competition that they offer 
They also overlook the competi 
live advantage of having the LPG 
dealer's entire organization “bird 





Parkhill Nozzles 

attach in 3 ceconds 
two operations 
They're safe: Nozzle 
must be locked on before 
fuel can discharge. Upon 
release gas escapes 
away from hands 


No Cold Burns! 


dogging” 
fer to the tractor dealer who 


willing to cooperate on the 


plete the sales. 

There is one other factor 
most of the tractor deale) 
look, which may be of 
portance in taking 
away 
The 
that ha 


oline to 


owner of power 
been converted from ga 


LPG will 
future engine 


nearly 
depend for 
on the organization 
the conversion. By 


hop and training his 


ployees to handle the conversion 


of any 


tractor dealer puts himself in po 


ition to get the engine 


work on converted 


matter which competitor made the 


The 


original sale 


and repair of the rest of the ma 


chine generally goes along 


the engine maintenance, and 


all this is done to the 


of the customer, the tractor dealet 


who performs this kind of 


generally has first 


arkhill 


Safety Hose Nozzles 
@ QUICKER FILLING 
@ SAFER OPERATION 
@ LOW MAINTENANCE 





Write for Information 


PARKHILL-WADE 


2264 Huntington Drive, San Maring, Calif, 





for new prospects to re 


fue! 


program, and then helping to com 


that 
ovel 
prime im 
custome} 
from their own competitor 


equipment 
alway) 
ervice 
that made 
equipping hi 
service em 


farm engine to LPG, the 


service 


engines, no 
maintenance 
with 
satisfaction 


ervice 


consideration 





nat 
“fii 

i j 

“fama 


j 
fisted 


REGO isa 
registered trade 
mark of The 
Bastian-Blessing 
Company 


WHEREVER DEPENDABLE CONTROL 
IS REQUIRED ALWAYS SPECIFY 


® 
REGO LP GAS EQUIPMENT 


For lift trucks and all other types of com. 
bustion engine installations, be sure of get- 
ting the finest LP Gas control equipment. 
Always specify RecO ... the best in the in- 


g dustry as well as the most complete line. 
WRITE TODAY for complete REGO Catalog Free! 


THE BASTIAN-BLESSING COMPANY 
4201 West Peterson Ave. © Chicago 30, Ill. 
ee our general ad on pages 4 & 5 















when the customer is ready to bu 
new equipment. The dealers who 
are not willing to do these thing 
give the business to the deale} 
who will. It’s that And 


only a few dealers are willing to 


simple. 


Over a five 
tractor 


go to that trouble. 


period any local 
dealer handling a_ line 
meets the full 


quirements needed in his commu- 


year 
which 
power range re 
nity can outgrow all of his les 
progressive competitors by spe 
cializing in the sale of new LPG 
powered units and the conve 
sion of existing gasoline-powered 
equipment. 

The LPG dealer must, of course, 
do the best he can with the help 
he can get on conversions—and 
in many cases it has been neces 
sary for him to handle that part 
of the deal himself. And whethe 
he works with a tractor dealer, 
an independent carburetion shop, 
or his own conversion shop, he 
needs the physical and financial 
facilities to handle the customer’ 
fueling program on a basis that 
will help to make profitable sale 

Most farmers, 


other 


and a good many 
skeptic 
Where it 


is necessary to conduct a demon 


people, are born 


They have to be shown. 


stration or test right on the farm, 
there must be a means of provid 
ing a temporary fuel supply. This 


can be a portable tank, and it i 


most logically mounted on ia 
trailer. There should be a_ posi- 
tive transfer system so the tank 


of the unit under test can be filled 
quickly and without venting pre 

sure to atmosphere to speed up 
the filling operation. Most people 
are afraid of loose propane, and 
them 


nearly all of recognize e 


caping gas as waste. They are 
both 


pump, independent of power line 


right on points. A transfei 
is a good investment on this pot 
table unit, and some sort of pump 
is needed on the farmer’s perma 
unit if the test i 
permanent 


nent storage 


successful and fuel 
ing facilities are installed. 

The most successful methods of 
financing the conversion of farm 
power equipment and fuel storage 
facilities follow the general pat 
tern of the plan used by Pound’ 
The 
adding a 


costs al 


Agriculture Gas. 
paid off by specified 


umount per gallon to the price ot 


the gas as it is delivered. Th 
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deal may be based on a pur hase 
contract, or it may be a lease o1 
rental deal. In either case, the 
terms should be worked out 

the equipment is paid for within 
a reasonable time. There isn’t an 
profit in buying business through 
the loan of expensive equipment 
be it carburetion systems or tanks 

The conversions should be put 
in the deal so they will be paid 
off within the first year in ¢ 
of sale, and in not too much 
longer in case of lease. It is true 
that LPG carburetion equipment 
does not wear out and it take 
long time for it to become obso 
lete. It can be transferred from 
one engine to another as the en 
yines wear out, but we must al 
ways bear in mind that an in 
creasing number of farm engine 
will be bought already equipped 
with LPG carburetion, and ove) 
the years the need for conversion 
equipment will diminish. The LPG 
dealer must get his cost out of 
any conversion equipment that he 
may supply or underwrite. 

On the basis of a pay-off within 
reasonable time the LPG deale) 
ean afford to underwrite the cost 
of converting the farmer's hold 
over equipment, and of installing 
the storage tank. With payment 
made out of savings and a rate 
that can be accurately predicted, 
the deal should be covered by 
either a conditional sales contract 
or a lease agreement, separately 
for the conversion and the stot 
age. There are some lending in 
stitutions that are willing to ac 
cept such contracts as collateral 

Building substantial farm pow 
er fuel volume without the help 
of one or more tractor dealet 
can be done, but it i difficult 
Some will generally climb on the 
bandwagon if an LPG dealer with 
his own conversion shop will build 
a big enough following to demon 
strate that a demand for new fa: 
tory-equipped LPG tractor and 
power farm units exists. Both the 
tractor dealer and the LPG deale) 
will go farther, and get there 
quicker, if they team up to reach 
a common goal. On that basi 
most important sales job that an 
LPG dealer can do in the power 
field is probably the job he doe 
on his most progressive local tra¢ 


tor dealer Lc} 
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McClain L P G 


FUEL INJECTION 
SYSTEM 


The Most Advanced Butane- 


Propane System on the Market 
MTCC 


1. QUICK, SAFE STARTING IN ANY 4 SIZES one for every engine 
| page = from 50 to 650 cubic inch dis 
, n on ‘ ‘ placement 
M-1—f 
ed Y 
tarting vit i at 


and sn 


FUEL AIR RATIO NOT AFFECTED BY M.2 
rE MPERATURE OR ALTITUDE CHANGE } 
‘ le f 1 


tered under 


FUEL ECONOMY 
rt unit cannot 
uring the high 


deceleration or 


at ICK ACCELERATION 

2 maintaining i proper 
vhile « isting the Mat 
ure quich roce 


MORE POWER 
More power at all sj Manufactured by 


the onstant fue 


mixing f fue ind a 
COMPACT DESIGN—SIMPLIFIED INSTAI 
LATION 


This unit andthe fuel. injectors INDUSTRIES, Inc. 


mounted separate Route 3, Box 15 


rite for free brochure LUBBOCK, TEXAS 


CHANGE CYLINDERS IN 
LESS THAN A MINUTE! 


gives you ALL! 


you need in LP-GAS 
CARBURETION 
EQUIPMENT for any 
installation 


LPG TANK 
A Complete Line MOUNTING BRACKETS 


of Equipment 


seahiahia li for Materials Handling Equipment 


Important Features 5 , 

Safe, Sure and Simple! Use with any 
Materials Handling Equipment that has 
space for an LC.C. Tank; either 20, 
33.1/3 or 434% lb. Horizontal or vertical 
Easy To Install, mounting. Positive locking holds tank 
Economical To Use firmly. Exceeds N.F.P.A. Requirements 
Write tedey for by 100%. Used by many of the nation’s 
cotiiilai , leading industrial firms, See your dis 
eluiadeathae = tributor or write. 


Proven Record of 
Trouble-Free 


Performance 


A 


P Gas Carburetion & Gas Plant fquspment 


’ Write f 
ee eal =o USER PRICE $24 Quantity Paces 


Sees ees esses sasaaaam 


LPG FUEL INDICATOR KIT 


‘ ‘ 
' ' 

' End expense caused by “Out of Fuel.’ ‘ 

Dealers Wanted g Med Warning light flashes when LPG Is low. g 
1 USER PRICE $11.90 «6 


AMERICAN LIQUID GAS CORPORATION boosecesosososossoosessoed 
1400 Santa Fe Avenve Los Angeles 21,cauit, | BRAKE MANUFACTURERS INC. 


1711 Race Cincinnati 10, Ohice 
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When that ‘tough’ 
customer says... (7 ASSOCIATIONS 


Frank A. Bennett heads lems?” A joint discussion on 
. * as “Take a New Look : by: tae 
Florida association 7 ike a New Look at the L. I 
Gas Industry” was handled by Al 
At the annual Fall meeting of Carey, Ken Kessler, John Sauble 
the Florida Liquefied Petroleum and L. R. Chandler 
Gas Association Frank A. Bennett 
vas elected president for the en 
suing year. Mr. Bennett, of Harri 


on Gas Service, Bradenton, has 


Membership in the Florida asso- 
ciation has increased 60 per cent 
during the past year, to a present 
total of 187. Attendance at the 


been the association representa ' Pye 
convention was 265 


tive from the 6th district during 
the past year. He succeeds C. R 
Vetter, who has led the organiza- 
tion during 1956-57 . New officers elected 

W. R. Lee Jr., Fuelgas Inc., by Illinois association 
Gainesville, was elected oe Rowe V. Griffith, H & G Gas 
ident, and J. ¢ Fallin, Fallin , é —e 
Rabie Cine ‘Tio. dustaemeiiiin: ahha Service Inc, of Newton, Ill., was 

; ‘ elected to head the Illinois Lique- 
fied Petroleum Gas Association at 
the annual state convention held 
in Springfield last September. 

The new vice president is John 
Koehl, of Fox Valley Hicksgas 
Inc., Plainfield, and Ken Wor- 
land, of Rockford Propane Co., 
was re-elected secretary-treasurer 


named secretary - treasurer. The 
executive secretary of the associa 
tion is W. KE. Jobson, of Leesburg. 

The three-day session was filled 
with many social events for both 
the men and the women, ending on 
the last night with a banquet pre 
sided over by Mr. Vetter and the 
dancing and entertainment portion 
headed by Max Fetty, Delta Tank 
Co 


Directors for the coming year 
are Stan Ward, Rowe Griffith, 
Fr. F. Pankey, Lynden G. Williams, 


Industry speakers and their sub 

V. E. Condee and Andrew A 
jects included C. B. DeBerry Jr., Uy} 
rban. 


on “Motorized Air Conditioning” 
, ‘ That ¢ tition, both internal 
Wm. J. King on “Sell the Points of Phat compe tH vame Sewer : , 
and external, is becoming more 


Difference”; F. Leslie Fagan on : ; 
“What About This Natural Gas?” intense, was emphasized by Frank 
« 4 ‘ < < mains 


Carpenter, president of the United 
Petroleum Gas Co., of Minneap- 
oplis, but to be in a position to 
compete with other fuels the LPG 
dealer must see that he makes a 

but you'll com profit on every transaction, he 
through far more Attending the banquet uf the Florida LPGA added, and that employes must be 


and Carl Abell, editor, BUTANE 
PROPANE News, on “Who Has the 
Answet to Most of My Prob 


You can'talways find 
the heater you need 





at the drop of a hat 





often on Reznor than are (back row—left to right) F. A. Bennett come as aware of this as manage 
On any one gas unit Mrs. Bennett, C. R. Vetter, Max Fetty, and ment. 
heater Nearly as C. B. DeBerry, Jr. In the front row are C. H Andrew BE Yuskanich, Auto 
many Reznor heaters are old as all other 
makes combined. That steady demand James, Rudy Whetsell, and L. R. Chandler matic Heating Supply Inc., warned 
means that it pays Reznor wholesalers to 
maimtain a good stock of all the popular 
izes. On nine jobs out of ten you'll be 
ible to pick up the telephone and find 
the Reznor heaters you need, ready and 
wailing for you right in your own town 
bast delivery is the turning point on too 
nany sales. You can't afford to delay 
when that tough customer hollers “right 
wow!” You need a heater you can get in 
i hurry. And that’s just one of the many 
reasons Why profit-wise dealers prefer to 
cll and install Reznor gas unit heaters 
For the complete story, just give your 
nearby Reznor distributor a call 


“REZNOR 


— 
WORLD'S LARGESBT BELLING OIRECT FIRED 


FjSUNIT HEATERS 


Reznor Manufacturing Co., 4 Union St., Mercer, Pa , ‘ : Ki~ ’ oe 
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MEET THE =P FAMILY 
® 


S el srr > 
rit re ey N.S 
” =) be f Bot | i. rm! 


HOME, HOTEL AND MOTEL 
COOKING AND HEATING 


as Bw rare 


TRAILER COOKING 


A well brought-up family, the EPC “Sentinels”, from Dad to Junior, 


have a specific place in the scheme of things 


Dad may be a bit outsize at 420 lbs., but he carries his weight well, 
filling a terrific need in home heating, and is equally at home in motel or 
hotel. Mom, at a trim 100 Ibs. looks after all the cooking, whether at home 
or in the country cottage. The three older brothers are working out equally 
well in the automotive and trcnsportation industries and are considered 
highly valuable members of the material handling field. And the junior 
members of the family are hard at work in the plumbing and construction 


fields and in their spare time help out in summer camps and trailers 
0 


PLUMBER MELTING POTS 


If you'd like to meet the EPC “Sentinels” just write to the address 








below. They're a real hospitable family and will certainly make you welcome} 


ENGINEERING PRODUCTS OF CANADA LIMITED 


* 5035 Ontario Street East, Montreal, Canada 
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PRODUCTS 


RAPID MOISTURE 
REMOVERS 


Refillable 


Can be used indefinitely! 
Easy to install 
(POL fittings) 

Eliminate regula 

tor freeze ups 

and filter out 
foreign materials 
ahead of requ 
lator Specially 
prepared dehy 
drating agent 
does not absorb 
gas odorant. See 


catalog for sizes 


LP GAS HOSE 


~ oe 2S 


Highest quality Hose with factory at 


tached couplings (Reusable couplings 
available) Perforated synthetic 
covers. Ground wire tested. Guaran 
teed to exceed re quirements of pam 
phlet 58 | D sizes from '4" to 
1-15/16 Standard lengths and sizes 


available for immediate shipment 


LIQUID PUMP 
ASSEMBLIES 


I 
*] 


-- 


. 
4 


” i i Fall 


Coro-Flo Corken Pumps are finest 








made for LPG and ammonia service 
High efficienc y safety and long life 
Complete assemblies available for lift 


trucks and trailer bottle filling 


Write for New Fine LP Catalog 


JHE PRODUCTS CO. 


6240 OGDEN AVE 
BERWYN (Chicago Sub.) ILLINOIS 





members that the electric heat 
pump would be the next adversary 
to fight in order to maintain the 
heating load for gas. 

A symposium on weights and 
measures by manufacturers’ rep- 
resentatives was the medium for 
4a spirited panel 
questions asked by the audience. 


discussion on 


AGA elects R. W. Otto 
to 1958 presidency 


Robert W. 
Otto, chairman 
of the board of 
Laclede Gas 
Co., was elected 
president of the 
American Gas 
Association on 
October 7 at the 
39th annual 
convention of 
the organiza- 
tion in St 
Louis. 

Mr. Otto was formerly attorney 
general of the state of Missouri 
and was a former member of Mis- 
souri’s supreme court. He joined 
Laclede in 1932 as general counsel 
and became president of the com- 
pany in 1947 


Bob Maloney honored 
by national association 


Robert E. Maloney, president of 
Calor Gas Co., San Francisco, was 
recently appointed to the board of 
directors of the National LP-Gas 
Council. He will serve on the board 
as a representative of the Lique 
fied Petroleum Gas Association. 

Mr. Maloney’s Calor Gas Co. and 
its affiliates serve the 11 western 

tutes and the British Columbia as 

distributors of L. P. gas. He is also 
chairman of the board of trustees 
of the National LPGA Insurance 
Fund 


lowa association holds 
social convention 


Members of the Iowa Liquefied 
Petroleum Gas Association set a 
pattern at their meeting last fall 
when the entertainment proved so 
popular it will probably be re- 
peated annually. 

With “The New Inn” at Okoboji 
us the location, social events dom- 
inated the 
cluded bridge and golf tourna- 
ments, but those who came with 


program. These in- 


more serious intent found food for 


Statement required by the Act of August 
24, 1912, as amended by the Acts of March 
3, 1933, and July 2, 1946 (Title 39, United 
States Code, Section 233) showing the 
ownership, management, and circulation of 
BUTANE-PROPANE News, published 
monthly at Philadelphia, Pa., for Decem- 
ber, 1957. 


1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness Managers are 


Publisher, Frank M. Chapman, 198 5 
Alvarado St., Los Angeles 57, Calif 


Editor, Carl Abell, 198 S. Alvarado St., 
Los Angeles 57, Calif 


Managing Editor, Martin A. Brower, 198 
S. Alvarado St., Los Angeles 57, Cali 


susiness Manager, none 


2. The owner is (If owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 per cent or more of 
total amount of stock If not owned by 
a corporation, the names and addresses of 
the individual owners must be given if 
owned by a partnership or other unin- 
corporated firm, its name and address, as 
well as that of each individual member, 
must be given.) 


Chilton Company, Chestnut and 56th 
Streets, Philadelphia 39, Pa. 


Holders of more than 1 per cent of the 
capital stock outstanding of Chilton Com- 
pany: Mary M. Acton, 260 Sycamore Ave- 
nue, Merion Station, Pa.; joenning & 
Company, 1529 Walnut Street, Philadel- 
phia, Pa.; George C. Buzby, 2 East Sunset 
Avenu Chestnut Hill, Pa.; Mrs. Beulah 
Fahrenuorf, 59 Drake Road, Scarsdale, New 
York; Dorothy 8S. Johnson, 1115 Fifth Ave- 
nue, New York, N. Y Kimberton Hills 
Farms, Inc., 1608 Walnut Street, Philadel- 
phia, Pa.; Mabel P. Myrin, 1608 Walnut 
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and John Blair Moffett, Trustees U/W of 
Clarence A Musselman, Deceased, 160% 
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ficiaries: Mary M. Acton and David Acton 
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Executrix U/W of Frederick S. Sly, De- 
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C. Sly and John E. Sly; Soleil Farms, Inc., 
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The known bondholders, mortgagees, 
and other security holders owning or hold 
ing 1 per cent or more of total amount 
of bonds, mortgages, or other securities 
are (If there are none, so state.) None 
4. Paragraphs 2 and 3 include, in cases 
where the stockholder security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom uch trustee is acting also the 
tatements in the two paragraph how the 
affiant full knowledge and belief as to 
the circumstances and conditions under 
which stockholders and 
who do not appear upon the books of the 


ecurity holders 


company as trustees, hold stock and securi- 
ties in a capacity other than that of a 
bona fide owner 


5. The average number of copies of each 
issue of this publication sold or distributed, 
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(My commission expires May 1959.) 
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make the long... - 
cold winter... 
PAY OFF FAST! 


with a CORKEN vapor pump... 


Pays for itself during the cold winter months alone . . . Un- 
load profits from tank cars and transports—pumps faster 
than a liquid pump. Will save hundreds of hours this win- 


ter in unloading time and speeding up delivery operation. 


Gas can't be contaminated 
by oil. 


Safety trap—ano liquid gets 
in cylinders. 


Crankcase oil can’t pump 
out. 


For truck mounting as well 
as portable and bulk plant. 


Unloads liquid, recovers 
vapor, loads delivery or 
field tanks with ease, 
with least attention, 
without breakdown. 





VOLATILE LIQUID HANDLING PUMPS |HRR@RURR TU) GS ItT Ae) Got @ sO Sete D| 
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THEY'RE 











they SELL 
where GAS heaters 
never sold before... 





Because they 
solve more 











heating 
problems than 
any other 
heater 


Check these Salesmaker Features: 


Power vented — need no chimney 
Easily installed in wall or window 
Save up to 30% in fuel costs 

Heat evenly — floor to ceiling 
Approved by American Gas Associa- 


tion, leading utilities, and LP-Gas 


groups 


Available in 35,000 and 
45,000 BTU models 


SUBURBAN 
APPLIANCE 
COMPANY 


Whippany New Jersey 
Tucker 7-0500 


CALENDAR 


Coming events 
in the Industry 


1957 


December 3—Wisconsin LPGA Annua 

Winter Meeting and Electior ot 

Hicer East Side Business Men's A 
Clubhouse, Madison, W 


( 


1958 


January 27-29 —- American 
Heating and Air Condit 
64th Annual Meeting 


Hote Pittsburgh, Pa 


January 31—Natural Gasoline Associ 
ation of America, Oklahoma Regional 
Meeting — Skirvin Hotel, Oklahoma 
City, Okla. 


February 17-19—Northeast LPGA Dis 
trict Convention and Trade Show 


aheraton§ Park Hotel, Washington 


4 


February 25-27! 
Ma reament ‘ 
WwW 


rie 


WwW i Mad 


February 28—Natural Gasoline Associ 
ation of America Permian Basin Re 
gional Meeting - Lincoln Hotel 


Odessa, Texas 


March 9-11-—-Indiana LPGA Trade Show 
ar Convention Claypool Hotel, In 
ipolis, Ind 
March 23-25 LPGA Annual Cor 
ent Deshler Hilton Hotel, C 
r 
March 28-29-—Northwest LPGA Dis 
trict Itth Annual Convention—Win 
throp Hote Tac ma, Wash 
April 16-19——Western Liquid Gas A 
it ( ventior Fresno Hacienda 
Calif 
April 16-18—Natural Gasoline Associa 
tion of America, Annual Convention 
Baker Hotel and Adolphus Hotel 


Dallas, Texas 
May 4-7—LPGA National Convention 


and Trade Show—Conrad Hilton Ho 
tel, Chica JO, Wl, 


July 20-22—-Tennessee L.P. Gas Dealers 
Annua 


yntion—Peabody Hotel 


Mempt 


All associations are invited to send in 
dotes of their forthcoming meetings for 
this calendar. 





M:S:A Equipment puts 
you on guard! 


M°S°A AMMONIA MASK 


This Mask’s proved 
protection, wearing 
comfort, and durability 
make it the No. | choice 
in any job where am- 
monia is a_ breathing 
threat. “‘All-Vision” 
Facepiece protects 
entire face. Large lenses 
permit maximum job vision, and will 
not “fog up.” U.S. Bureau of Mines 
Approved. A complete line of masks for 
other refrigerants, self-contained Breath- 
ing Apparatus, and protective clothing 
is available. Write for bulletins. 


M°S°‘A ANHYDROUS AMMONIA 
FIRST AID KIT 


Here is an a//-new First Aid Kit designed 
specifically for fast, effective treatment 
of ammonia burns. Developed on the 
recommendations of users of anhydrous 
ammonia, the new kit contains a com- 
plete assortment of treatments and dress- 
ings. A special instruction sheet provides 
users with proper first aid methods. 

The case is of “all-weather” construc- 
tion, 20 gauge steel, finished in durable, 
blue baked enamel. A rubber gasket 
seals out dust, moisture. Mounting 
brackets permit attaching to wall. 


Be prepared for emergencies ... write for details 


MINE SAFETY APPLIANCES COMPANY 
201 North Braddock Avenue 
Pittsburgh 8, Pa. 
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thought in the talk of D. A. Lar- 
son, of the United Petroleum Gas 
Co., who laid stress on the impor- 
tance of profits and some of the 
competitive factors and practices 
that lead to either small profits or 
none at all. 

The convention was arranged 
through the combined efforts of 
President Dean Green, Home Oil 
Co., Moville, and Bill Jenkins, 
Iowa Automatic Gas Co., early 
and resulted from a wide demand 
for such a session in the Fall of 
the year. So enjoyable did the 
event prove to be, arrangements 
have been to repeat it next Sep- 
tember at the same location. 


Rheem executive heads 
gas appliance group 

The new pres- 
ident of the Gas 
Appliance Man- 
ufacturers As- 
sociation is 
Clifford VY. 
Coons, who is 
also executive 
vice president 
of Rheem Man- 
ufacturing Co, 
of New York. C. V. Coons 
The election 
was held in St. Louis in October. 
Mr. Coons succeeds Julius Klein, 
president of Caloric Appliance 
Corp., Philadelphia. 

Other officers elected include 
Edward A. Norman Jr., Norman 
Products Co., first vice president; 
Wendell Davis, Cribben & Sexton 
Co., second vice president, and 
Stanley H. Hobson, Geo. D. Roper 
Corp., treasurer. 

Chairmen of 20 product divi- 
sions were installed by the board 
of directors. 


Bud Martin heads 
Nevada association 


At the annual Fall meeting of 
the Nevada L. P. gas dealers’ asso- 
ciation Bud Martin, Reno repre- 
sentative of the Ransome Co., was 
elected president for the ensuing 
year. The meeting was held in the 
Riverside Hotel, Reno, and was 
attended by many California 
dealers in addition to the Nevada 
members. 

Other officers elected were 
Woody Eriksen, Winnemucca Pro- 
pane, vice president, and Bud 
Monticello, Washoe Propane, 
Sparks, secretary-treasurer. The 
retiring president was Bob Bohen, 
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SPECIFY VIKING PUMPS! 2% 


QUALITY-BUILT from inside out 
ESPECIALLY for LP-GAS SERVICE 


With Viking Pumps you get these features: 
































































































































* No leakage. (Features me Pump carries Underwriters 
chanical seal and O-ring marker.) 
gaskets for non-leak opera 
tion.) * A pump for ; 

ait +eép, 
4 every purpose 4 wAllON 

* No priming devices. (Fast, (The Viking line / ¥ Se, \. 
positive pumping, using Vik includes 10 sizes, 3/ 
ing s famous Baggy tor soo 40 models. One 5 | 
= — : zliminates for every LP aN 
SS Gas pumping ees 

sroblen ou : 

* Complete safety of opera problem y : So oh aati 
tion. (Equipped with vapor may have. No all pumps carry 
pressure safety valve and compromise in Se pene eres 
safety pressure relief valve size or type.) 
















Write today for catalog Hb. Free on request 
















Cedar Falls, lowa, U.S.A. In Canada, it's "ROTO-KING" pumps 


See our File in Butane-Propane catalog 


POULTRYMEN CHOOSE SILENT SIOUX 
QUALITY GAS BROODERS 




























**CHAMPION" 








Champlor the first qas brooder field tested and 
accepted for both cold und warm room brooding. The 
brooder that sells itself! Features a fully enclosed remov 


able burner, New Dustmaster Target Pilot, 100% Safety 
Shut-Off, Modulating thermostat control and 
adjustable legs. Circulating and Radiant heat 
under canopy eliminates moisture problems. 
































STANDBY OF THE POULTRY INDUSTRY 
FOR 35 YEARS 














Three dependable models are offered in the 

Broodmaster series, both Vented and Nen 
Vented, from 21,000 to 30,000 BTU input. These 
brooders have all the features that experienced 
poultrymen demand. 100% Safety Shut-Off stand 
ard on all models. Proven the best gas brooders 


SILENT SIOUX CORPORATION ~~ _ Dept. 8P127 : ORANGE CITY, IOWA 
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for leakproof 
pressure-tight 
connections 


SEALING 
COMPOUNDS 


Heat and vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble, Makes all 
assemblies leak proof 
and pressure-tight. 
Prevents rust, cor- 
rosion, joint seizure 


LIQUID WRENCH " 


The super-penetrating 
. rust solvent 


LOOSENS 


rusted bolts, nuts, 
screws, ‘frozen’ parts 
Liquid Wrench works 
fast...yet is absolutely 
safe for all metals and 
alloys 


At Industrial, Automotive, 
Hardware, Plumbing Jobbers 
RADIATOR SPECIALTY CO. 


th Co " 


who will continue active in the 
association as a member of the 
board of directors. 

Former Nevada Representive 
Young delivered the key address 
of the convention, describing the 
growth, advancement and oppor- 
tunities of Nevada to business, in- 
dustry and particularly to the LP 
dustry and particularly to the 
LPG industry. 

Ed Terry, of the Nevada Credit 
Rating Bureau, discussed the im- 
portance and need of “Public Re- 
lations and Salesmanship” in the 
butane-propane industry. 


Urge unity among gas men 
to fight electric sales 


The need for utility and L. P. 
gas dealers everywhere to enter 
into full cooperation to promote 
gas was strongly emphasized by 
Jack Mikula, general sales mana- 
ger, Milwaukee Gas Light Co., at 
the Fall meeting of the gas insti- 
tute of Greater Miami. Mr. Mikula 
gave this address at the Hotel 
Fountainbleau before 150 guests. 
Mr. Mikula is chairman of the Gas 
Unity program and he cited the 
success of the plan in Wisconsin 
to illustrate the value of an united 


battle of the entire gas industry 
against electricity. 

Other speakers included Edwin 
T. Reeder, architect, who urged 
the gas industry to join forces at 
all levels to fill the gap now exist- 
ing between the gas industry, the 
architect, the builder and the con- 
sumer, and James Shatto, presi- 
dent of the Gas Institute, who 
used the accomplishments of the 
past year as a recommended pat- 
tern for doing even a better job in 
1957-1958. 


Five mountain states 
elect annual officers 

The five states of the Mountain 
States District of the LPGA 
elected officers at various meetings 
in recent months. By state, these 
are listed below: 


Colorado 


President E. M. Samuelson, 
Veterans Gas & Service, Pueblo. 

Vice-president Lyle Beattie, 
LP Gas & Appliance Co., Glenwood 
Springs. 

Secretary-treasurer 
Kimball, Eaton Metal 
Co., Denver. 

Directors M. H. Abernathy, 
Gas Supply & Appliance Co., La 
Junta. 

J. A. Alberta, Alberta Gas & 
Appliance Co., Fort Morgan. 

Tom Edwards, Community Gas 
Co., Monte Vista. 

Carl] Heidt, Basin Petroleum Co., 
Durango. 

A. B. Morrow, Butane-Propane 
Gas Service, Burlington. 

Frank Sikora, Arapahoe Gas Co., 
Boulder. 

LPGA Director W. J. Robin- 
son, Suburban Gas Service, Den- 
ver. 


Elmer 
Products 


Montana 


President—Steve Mickulin, 
Liquefuels, Inc., Billings. 

Vice-president Lyle Moncur, 
Lewistown Propane, Lewistown. 

Secretary-treasurer—H. E. 
Gerke, Petrolane-Midland Gag Ser- 
vice, Billings. 

Directors Glenn Scheihing, 
Miracle Gas Co., Billings. 

Phil Wamsley, Solar Gas Co., 
Missoula. 

LPGA director—John B. Kurtz, 
Union Propane Co., Great Falls. 

New Mexico 

President Blewett Cotton, 
Cotton Butane Co., Lovington. 

Vice-president W. S. Eoff, 
Navajo Butane, Inc., Gallup. 
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Secretary-treasurer 
Washam, Washam Gas Co., Taos. 

Directors—Fred English, Carri- 
z0zo Hardware, Carrizozo. 

Virgil Henry, Henry 
Dexter. 

James Ikard, Ikard & Newsom, 
Las Cruces. 
Keeth, 
Lovington. 

Charles Nicholson, LP 
vice, Estancia. 

Perry Tate, 
ply, Belen. 

Frank Thornton, Butane Gas Co. 
of New Mexico, Sante Fe. 

LPGA director O. L. Garret- 
son, Arrow Gas Corp., Roswell. 


Harry 


Gas Co., 


Jesse Keeth 


Gas Co., 


Gas Ser 


Belen Butane Sup 


Utah 

President Brent Scott, Rocky 
Mountain Gas Company, Salt Lake 
City. 

Vice - president Ray Behling, 
Northern Gas Co., Ogden. 

Secretary - treasurer Tom J. 
Giblin, Eaton Metal Products Com- 
pany, Salt Lake City. 


Directors—Don R. Bolton, Col- 
lett Tank Lines, Salt Lake City. 

Rulon Broadhead, Nebo Gas 
Company, Nephi. 

C. A. Rodman, The Lang Co., 
Salt Lake City. 

Clarence Snow, Southern Utah 


Gas Company, Richfield. 

O. C. Wiggle, Eastern Utah Gas 
Co., Moab. 

LPGA director Orson P. 
Wright, Rocky Mountain Gas Com- 
pany, Salt Lake City. 


Wyoming 

President—Jack White, White’s 
Gas & Appliance, Wheatland. 

Vice - president Earl Wade, 
Newcastle Propane Co., Newcastle. 

Burt Sheldon, Rancher’s Gas & 
Supply Company, Cheyenne. 

Secretary—Ira Lamb, Wyoming 
Gas Service, Lusk. 

Treasurer—A. F. Germann, Ger- 
mann Gas Service, Sheridan. 

Director—Bill Denny, Wyoming 
Gas Service, Newcastle. 

LPGA director Talmage Love- 
lady, Pure Gas Service Company, 
Worland. 


Wisconsin group will hold 
gas management school 
Specialists in various fields will 
conduct over a_ three-day 
period for the 1958 session of the 
Wisconsin L. P. gas management 


classes 


school February 25-27 at Madison, 
Wisc. It will be jointly sponsored by 
the Wisconsin LPGA and the man- 
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The Keating 14° Trump 


* Automatic Time and 
Temperature Control 


* Instant Temperature 
Recovery 


® Greatest Heat Input Ever 





THE COMMERCIAL COOKING 


LOAD IS YOURS 


when you feature... 


KEATING 
Instant Recovery FRYERS! 


The Fryer guaranteed to outproduce 
all others—gas or electric 


The Keating Trump is the 





only high input (80,000 
BTU’s) fryer approved by 
the AGA for use with LP 
ga 


A Fabulous FREE Trial Offer! 


Prove to yourself and to your customers 
You can’t beat a Keating Fryer! 


Order Keating Fryers for trial installa 
tions at your customer’s address. If after 
two weeks a customer not completely 
convinced of the superiority of a Keating 


Fryer, you may return the fryer for full 


credit PLUS freight charges—Born Ways! 
lo learn more about the famous Keating 
Trump Fryers and how YOU can extend 


this generous trial offer to YOUR custom 
ers, Write 


FRYING EQUIPMENT 
& SUPPLY COMPANY 


1210 West Van Buren Street 
Chicago 7, 


Illinois 





agement school of the University of 
Wisconsin. Those in charge hope to 


make this course the most 


to attendants of any school yet con 
program 


ducted and a strong 
be geared directly to the L. 
operator. 


| 
As the enrollment will be limited | 
| 
' 


to only 30, those who are 


interested in attending will do well || 


to make their 


diately. 


reservations 


So. Carolina LPGA urges 
24-hr LPG truck stations 


A campaign to encourage devel 
opment of LPG highway motor fuel 


valuable 
will 
P. gas 
seriously 


imme 


YOU CAN DEPEND 
oN MADDEN 


FOR TOP 
QUALITY 


FITTINGS 
and 





LARGE 
STOCKS 


stations at 24-hour truck stops | 

throughout the state and across the | 

entire Southeastern U. S. is being QUICK 
waged by the South Carolina 

LPGA. The board of directors of DELIVERY 
the association has taken the fol 

lowing action: 

1. We recognize that only by in LOW 


vestment in development of 


PRICES 


motor fuel units at truck stops | , 
can our industry develop in the : 
Southeast the LPG truck fuel Write for catalog and price list. 


potential. 


to 





We encourage the development 
at 24-hour truck stops of motor 
fuel business at a price at which 








ACCESSORIES 





MADDEN BRASS 


AURORA 3, ILLINOIS, U.S.A. 





pRooucTs 
COMPANY 


EXPORT, Ad Aurieme 09 Broad W., Mew Yor. MY 

















both the truck stop operator and 
the dealer can make a profit, yet 
at a price which will permit the 
development of the industry. 

We propose important 
through highways and to try to 
get pledges from dealers for the 


to select 


development of highway motor 
fuel stations along these high- 
ways. 


We encourage neighboring 
states to set up a truck stop de 
velopment program. 

We encourage dealers to prop 
erly equip motor fuel units with 
adequately sized tanks, electric 
pumps, and meters so that pub- 
lic confidence may be 
tained. 


main- 


We encourage dealer 
LPG motor fuel advertising 
signs on the truckers’ advertis 
ing signs along the highways. 


to put up 


to circulate 
truck 
carburetion 


Qur association is 
data on motor fuel taxes, 
movements, and 
equipment distributors to asso- 
ciation members. 
Each dealer is 
have his 
listed in 


encouraged to 
fuel 
fuel 


station 
direc- 


motor 
the motor 


tory another one of which will 
be issued shortly. 





Meeting place changed for 
Texas mid-Winter meeting 


The scheduled January 25 mid- 
Winter conference of the Texas 
Butane Dealers Association will 
occur in Austin, as previously an- 
nounced, but the hotel meeting 
place has been changed from the 
Stephen F. Austin hotel tu the 
Driskill hotel. 

The theme of the meeting will 
be the profit element in the butane 
and the results will be 
revealed of a survey being made 
by O. A. Prather Jr., on the cost of 
doing business in Texas by Texas 


business 


dealers. 


Wisconsin dealers learn 
fire fighting technique 


An excellent fire fighting demon- 
stration and the annual golf com- 
petition featured the September 
meeting of the Wisconsin Lique- 
fied Petroleum Gas Association at 
Deer Park Lodge, Manitowish, 
Wisc. 

The 


occasion 


speaker of the 
Arthur Kreutzer, 
counsel for the National LPGA, 
who discussed legislative prob- 
lems of the industry in Wisconsin 


featured 
was 








and the advantages of a well or- 
ganized state association to discuss 
with state regulatory bodies the 
legislative problems that arise. 
The presiding officer of all 
events was Burnie Eddings, Five 
Star Gas Co., Denmark, Wisc., and 
the fire demonstration was under 
the direction of the Queen City 
Distributors, of Marinette. Larry 
Olson, L. A. Olson Co., Madison, 
was program committee chairman. 


Oklahomans elect 
Callaham president 


Jewel Callaham, Broken Bow, 
Okla., became the new president 
of the Oklahoma Liquefied Petro- 
leum Gas Association at the an- 
nual convention held in Oklahoma 
City in October. 

Other new officers elected in- 
clude Marshall Perry, Sand 
Springs, lst vice president; Tom 
Watson, McAlester, 2nd vice pres- 
ident, and Glenn Springer, the 
association’s full time secretary 
and treasurer. 

The program of 
cluded Harry Canup, Marvin 
Joyner, and C, Chester Pate, the 
last named being the state LPG 
gas administrator. 


speakers in- 





ab 


) Wf 
f{\{\{} Hit 


e NU one (ue $ 

~( WHITE » 
<>) CHRISTMAS 
{ i | | 





Enterprise 
in its 99th year 


it takes... 





to build in so many top-quality 
features as standard equipment! 


Every Enterprise range, from the lowest priced to the finest custom 
model, has many features you'd ordinarily associate only with top- 
priced ranges. You can use the same powerful sales ammunition 


to help sell any Enterprise range. 


One-piece, all welded frame and base 
Tank-type, seamless oven 
Heavy blanket of Fiberglas insulation 


Titanium acid-resistant porcelain enamel finish 


Porcelain enamel inside and out 






Here are the features that give the lifetime performance your customers want 


Ask your Enterprise-ing salesman about your new advertising allowance 


PHILLIPS & BUTTORFF CORPORATION 


Nashville, Tennessee 


—— 
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CLASSIFIED Advertising 


All Classified Advertising payable with order 
Copy must reach publisher's office prior to 
the ist of the month preceding publication 
Address: Classified Advertising Material, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice 

14, 12, 10 pt. display type for headings. Se 
with | pt. border, Maximum ad size 3°" No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased 














UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words 


POSITION WANTED Undisplayed rate ts 
one half of above rate, payable in advance 


DISCOUNT OF 10% if full payment is mad 
in advance for four consecutive insertions o 
undisplayed ads. 





HELP WANTED 


MANUFACTURER'S REP 
DISTRIBUTED AAA-1 mfr 
needs representation in mar 

operation. Men now contacting 
Competitive and complete line ( 
Send resume first letter Harris 


net Cr 4718 W. Fifth Ave., 


NATIONALLY 





SALES MANAGER 


Experienced in wholesale and_ industrial 
propane operation. Must be capable of han 
dling all phases propane bulk plant man- 
agement and dealer and industrial plant 
sales. Established operation located vicinity 
Eastern United States Reply giving age, 
experience, education, references, etc., in 
first letter. Our employees know of this ad 


Reply to: Box 54 
BUTANE-PROPANE NEWS 
1986 So. Alvarado St., Los Angeles 57, Calif 











EMPLOYMENT SERVICE 


OIL INDUSTRY EMPLOYMENT SERVICE 
405 Tuloma Building, Tulsa, Okla., phone GI 
75974, Tom Robinson, Owner. Employers-em 
ployees write us. 


BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bidg., Minneapolis, Minnesota 





FOR SALE -- TRUCKS - TRAILERS 


FOR SALE—TRUCKS, TRAILERS—FOR 
something different in propane tanks, see Mas 
ter Tank & Welding (Dallas) advertisement in 
this edition. 


FOR SALI USED PROPANE DELIVERY 
TRUCKS Several late lel u eady t 

OOO te 160 ' ng t n hnancing 
We trade for yu Id t. White R Dis 
tributors, Phone ¢ 


USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C. Presently in use and 
being replaced with larger units. United Pe 
troleum Gas Co., 4820 Excelsior Blvd., Minne 
apolis 16, Minnesota 

USED TRANSPORTS FOR SALE SEV 
ERAL Twin-Barrel, 250% Propane Transport 

late model Columbian, single and tandem axle, 
complete with tractors. Priced right and in ex 
cellent condition. Ready to go. Write Dixie 
Gas, Inc., Marks, Mississippi 





TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 


FOR SALE—TRUCKS - TRAILERS - Cont. 


HAUL MUCH MORE GAS! LOAD AND 
UNLOAD FASTER! Users say, ‘‘Nor-Tex 
Units are the best answers to today’s need for 
profitable delivery units.” You can save as 
much as 1000 Ibs. with 202B material, alumi 
num skirts and cabinets High-flow piping 
with INCREASED capacity pump, meter, hose 
reel and hose now boosts deliveries to 50 GPM 
Vapor manifold permits easy simultaneous load 
ing and unloading of twin tanks with either 
compressor or liquid pump These popular, 
carefully engineered and sleek designed Nor-Tex 
Single and Twin units are produced in four at 
tractive models: The “Standard’’-‘The Cus 
tom”—*The Payroll Special” and the “De 
Luxe.” That's not all! Twin units, up to 2000 
WG, are mounted on 84” cab to axle. Start 
hauling more gas and less steel. Do it profita 
bly and in much less time. Phone, wire or 
write for prices now. NORTH TEXAS TANK 
Co,, Denton, Texas. Phone Central 5416 
PROPANE DELIVERY UNIT BRAND 
NEW—1800 WG twin Model 200 (rear cabi 
net), mounted on 1957 Chev., 2 ton, 2 speed, 
9x22% 10 ply rear tires, ONLY $4.608.00 Tax 
Paid, Plumbing, meter, hose, etc., «xtra. We 
trade. White Kiver Distributors, Phone 570, 
Batesville, Arkansas. 


FOR SALE: 1952 GMC Model TANDEM 
bulk truck, 1830 W.G I'win ‘Tan Viking 
L.Z200 pump, Nep tune 43 print eter, 0 
hoses 1” and jway Bu transmission, 
propane carburetion int ar ndi 
tion very good ly $3,750.06 Replacing 
with larger unit ‘ . : Cc} t 


Nebraska 


FOR SALI rRUCH 

r-1 ‘ down Transp. 

meet ! ASME (% 
ready we Master 


FOR SALE—TRUCKS - TRAILERS - Cont. 


FOR SALE: $2500.00 FACH, VERY CLEAN 
4) International RP195 propane tractors 
Write or wire Bermar Sales (« } N. God 
Allentown, Pa., Hemlock 64 


frey St 


FOR SALI DELIVERY TRUCK 
56 Ford 0 istom cab peed axle “ 
mileage gallon tanks new Smith 
pump; | win (Ga Rox 63 


Wasco | *hor Charles 4033 R2 


FOR SALE—TANKS - CYLINDERS 





NOW—IMMEDIATE DELIVERY 


250% WP Propane Storage Tanks, 1000 
thru 3380 Gallon 46” diameter, 2180 thru 
7880 gallon 60” diameter, 9050 thru 16,800 
gallon 84” diameter. Phone, write, wire, 
blueprints furnished. 

Red Downing, Trinity Steel Company 
Dallas, Texas Phone FL 7-3961. 








SKID TANKS 
— IN STOCK NOW — 
5000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


Lubbock wie & Supply Co., tac. 
©. Drawer 1589 
ahh - Texas 














TRINITY BULK TRUCK UNITS 


In Stock Immediate delivery Twin 
1400 through 2450 WG your chassis 
or ours 
Get ready for the winter rush and call, write or 
wire: RED DOWNING 

TRINITY STEEL CO., INC., 
DALLAS, TEXAS PHONE Fi 7-396! 








DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive 
We invite comparison between the equip 
ment and price on our units with any com 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply o., Inc 
Drawer 1589, Lubbock, Texas 








FOR SALE 


Used 6000 W G Twin Barrel U W 1950 
250% Fruehauf Transports $4,750.00; also 
new 7800 W G Drop Neck 2502 Yucca 
$10,950.00 and used 7000 W G Fruehauf 
Blimp 250% Transports $6,750.00. Deliv 
ery to most northern cities $200.00 addi 
tional 


Write for pictures and details 


IRVIN F. NELIS ASSOCIATES 


4800 Navigation Bivd., Houston 23, Texas 
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PROPANE 
TRUCK TANKS 


Model 100, trim skirted 


1500 WG 
1800 WG 


Plus Packaged Plumbing, meter, hose, 
etc. 3 other Models, 1300 to 2300 
WG. Fleet prices on New Truck 
Chassis. 


ABOVEGROUND PROPANE SYSTEMS 
115 to 1000 gal 


$1,630.00 Tax Pd. 
$1,843,00 Tax Pd. 


USED DELIVERY TRUCKS-—WE TRADE 
LONG TERM FINANCING 


WHITE RIVER DISTRIBUTORS 


Phone 570 — Batesville, Ark. 











WANTED—MISCELLANEOUS 


WANTED: BUTANE STORAGE TANKS 
capacity 10,000 to 30,000 gallon, W De 
be completely as to Dery pm and 
gth. Also light wei 9,000 to 10,000 gal 
tandem transport. = gly Box 62, BUTANF 
PROPANE News, 198 Alvarado St., Los 
Angeles 57, Calif 
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FOR SALE—MISCELLANEOUS 


DIXIE SEMI-LOCK HOODS. ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing, GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect RO-5-9229 


FOR SALE IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic, Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Company 
P.O. Box 396, Beloit, Wisconsin. 


FOR SALE—MISC.—Cont. 


DECALS MADE FOR TRUCKS, EQUIP- 
ment. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 


PROFESSIONAL SERVICES 


CLIENTS OFTEN INCREASE PROFITS 
2% or more by using my cost reducing bulk and 
bottle operating procedures and sales procedures. 
Property evaluations and special assignments also 
handled. Floyd F. Campbell, Manag nt Coun- 
selor, 821 Crofton Ave., Webster Grove 19, Mo 








SERVEL GAS REFRIGERATORS 


BN600A S600A S400A 


Used; Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 
where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 
196-11 Northern Bivd. Fiushing 58, N. Y. 


Phone Flushing 7-616! 











L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Georgia, 
Kansas, Louisiana, Mississippi, New Mexico, 
Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 

P. O. Box 1662 Houston, Texas 











Sales training 


(Continued from page 58) 


Quality is the answer 
Now, just another point about 
selling against known competition. 
The weak salesman’s first refuge 
is to try to sell a lower priced 
item. It isn’t the 
generally loses the sale, and if it is 


answer. It 


made, the purchaser is seldom 
happy. In selling against known or 
suspected competition from gas, 
the electric appliance people must 
sell their very best item to insure 
doing a better job than a low priced 
gas unit. 

Pause to consider—-no merchan- 
dising survey in recent times has 
shown that price is the most 
important factor in the customer's 
selection of a competitive product 
or service. They are interested in 
results after that comes price. 
Since that’s the way customers are, 
against 
competition, whether you see the 


your one best defense 


prospect first or last, is to try to 


sell the best merchandise that you 
can offer. To do so, you need to 
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demonstrate the most desirable 
features of the best appliance 
in the line. You can always drop 
down to a lower priced unit if the 
customer can not finance the one 
she would like most to have—but 
on the other hand, most people 
can buy the best if they see good 
enough reasons why they should. 

Taking a long look ahead, which 
will do you the most good a 
customer who may be dissatisfied 
because she does not have the best 
appliance that she can buy, or one 
who is enthusiastic because she 
can take pride in having something 
outstanding? 

The way to make the most sales 
and the best sales is to make lots 
of perfect demonstrations. Words, 
pictures, demonstrations use 
them as you should with enough 
prospects, and your earnings will 
go up and up. a 





PROFESSIONAL SERV.—(Cont.) 





PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
'& Assoc., Inc. 
Westfield, N. J. 











BUSINESS RECORD FORMS. ALL 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de 
liveries. 1000 sets (3 part) imp inted with name, 
address and telephone $18.00 per 1000 sets 
DEGREE DAY SYSTEMS, WOODSIDE 77 
és Bue. ha 





The KNOW-HOW 
BOOK for LPG 


* Dealers + Salesmen + Servicemen 


The Bottled Gas Manual has been ac- 
cepted by many companies as the quick- 
est way to acquaint new sales and ser- 
vice men with typical bottle gas prob- 
lems. This 352 page (24 chapter) text 
book brings practical ‘‘working’’ facts 
to your entire staff in non-technical lan- 


guage. Nearly 10,000 copies in use. 


$4.00 per copy 


We pay postage on orders accompanied by check 
or money order. in California add 4% for 
sales tax. 


Butane-Propane News 


198 S. Alvarado St., Los Angeles 











BUTANE-PROPANE News 


~ aoe Two-Wav Radio—It’s the Best Thing Bakern Has 
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BUTANE-PROPANE 
Views - 


198 SO. ALVARADO STREET, 


CHILTON CO. (INC), 
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Drying Equipment Sept. 50 
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Well Equipment Co 
Remington, Rand 
Div. of Sperry Rand Corp 
Reznor Mfg. Co 
Rheem Mfg. Co 
Richardson Gasoline Co., Sid 
Ridge Tool Co., The 
Robertshaw-Fulton Controls Co 
Grayson Controls Div 
Robertshaw Thermostat Div. 
*Rochester Mfg. Co. 
*Rockwell Mfg. Co 
Pittsburgh Equitable Meter Div 
Rockwood Sprinkler Co 
Ball Valve Div 
Union Division 
Roney, Inc 
Rotron Controls Corp 
Ruud Manufacturing Co 


Rector 


Santa Fe Engineering & Equipment Co. 


*Scaife Co 

Schulz & Rackow 
*Selwyn-Pacific Co 

Sheffield Bronze Paint Corp 
Shell Oil Company 

Siegler Heater Corp 


Silent Sioux Corp 
Sinclair Chemicals, Inc 
*Sinclair Oil & Gas Co 


*Smith Precision Products Co 
*Sprague Meter Co 
Squibb-Taylor, Inc 
Steel Cooperage Div., Serrick Corp 
Stewart-Warner Corp 

Suburban Appliance Corp 

Superior Industries, Inc 


Superior Tank Corp 


*Tappan Stove Co., The 
*Temco, Inc 

Tesco, Inc 

Texas Company, The 
Gasoline Corp 
Inc. 


*Texas No‘ural 
Texas Tank, 
Texall Equipment, Inc 
*Trinity Steel Co., Inc 


*Tuloma Gas Products Co 


*Union Carbide Corp., Linde Co. Div 
Union Petroleum Co 

United Petroleum Gas Co 

Utility Appliance Corp 

Vermeer Mfg. Co 
*Viking Pump Co 


Wallace, William Co. 
Metalbestos Div 

*Warren Petroleum Corp 

*Weatherhead Co., The 

Weldit, Inc 

Wemco Products 

Western Tank & Steel Corp 


Whitehead Mfg. Corp., 0D. W 
White River Distributors Inc 
Wood Co., John 

Heater & Tank Div 


*Zenith Carburetor Div 
Bendix Aviation Corp 
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: Install ACF stress-relieved Propane Systems 





Every AC f Propane System, from little to For above ground or underground installa- 
large, is completely stress-relieved...yet price tions, why settle for less than an QC f Pro- 
are competitive right down the line. QC f pane System? All tanks constructed to ASME 
quality costs no more than ordinary propane 1952 W-SR code and inspected by Hartford 
system Steam Boiler and Insurance Company. All de 


igned for 250 pounds working pressure and 
meet all local and state regulations, including 


Huge ovens, capable of holding three tank : 
Ohio. Underwriters’ Laboratory seal of ap 


cars, relieve residual stresses left from form 
ing and welding, assure maximum resistance 


to fatigue and stress corrosion. Hot-formed, proval. 
ellipsoidal heads are shaped to allow perfect For information, contact your nearest AC f 
drainage. QC f systems are always bone dry Sales Office or write Dept. B-12, Advanced 
Double butt welding under x-ray control give Products. D on of QC Ff Industrie Ine 
strong, flawless seams. °0 Church St.. New York & N. ¥ 
Steel grit blasting removes all scale, ensure 

. lea Off vw Yor e Chica . I jis eo Cle 
excellent bonding surface which lowers tank heed o Wieiladeinbla « Wadhinatan. 0G. Ram Puanetens 
maintenance costs. ¢ Berwick, Pa. ¢ Huntington, W. Va 


PROPANE SYSTEMS - STORAGE TANKS 
ICC-51 PORTABLE AMMONIA TANKS + SAFETY VALVES 
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And Anchor wishes a tank-full of Joy to You! 


It is a joy to serve the fine friends who are 
our customers! 


It's a joy to know that we at ANCHOR 
can give you the technical assistance, the 
friendly advice, the personal attention, and 
the swift nation-wide delivery to keep you 
happy, happy, happy, all year ’round. 


It’s a special joy to wish you the happiest 
Christmas and the most prosperous New 


+ 
YY 


Year! If you haven't yet discovered what a 
joy it is to do business with ANCHOR, call 
TULSA, CHerry 2-7261. 


ANCHOR 


ANCHOR PETROLEUM CO. TULSA 
SALES OFFICES , ot. Paul, Shreveport 
Hattiesburg, Gulfport, Savannah, Oklahoma 


ton, Midland, Long Beach, San Frar oO, Seattle 





